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By ROBERT B. MITCHELL 


As the count-down of days left till 
the opening of the NALU annual meet- 
ing in Dallas next week nears the zero 
mark, there is increasingly intense in- 
terest in the one big overshadowing 
topic—the future of NALU’s head- 
quarters building project. 


Keen Interest In Site 


There will of course be keen interest 
in what the new building committee 
will have in the way of suggestions 
for a site. The committee hopes to be 
able to tell the convention that it has 
one or more locations in the Washing- 
ton area to recommend, even though 
it has had only a short time since it 
was appointed to succeed the former 
committee, which resigned in a body 
after differences with the board of 
trustees. 

However, the real excitement that 
is looked for is in connection with 


reports that the former building com- 
mittee, headed by Charles E. Cleeton, 
Occidental of California, Los Angeles, 
a past president of NALU, or its 
champions on the board of trustees, 
will try to get the board to reverse 
its decision to abandon the C street 
site at Washington. 

It is understood that the former 
committee members or their friends 
will strive to get the matter before the 
National Council for discussion. The 
National Council has no power to tell 
the board what to do or take any ac- 
tion on its own. But the council’s rec- 
ommendations have on occasion in the 
past weighed heavily with the board. 


Reasons For Resignation 


The old committee resigned because 
it did not want to accept the president 
and managing director as members and 
submit to having any commitment or 
contract it entered into endorsed by 
the managing director and approved 


NALU Headquarters Building Hassle 
Promises Lively Session At Dallas 


by the executive committee. Never- 
theless, the committee has publicly 
voiced strong disagreement with the 
board’s decision to give up the C street 
site and would like to see the associa- 
tion reverse this decision while there 
is still time to do so. 

Sharp Difference Of Opinion 


While there have been spectacular 
personality clashes, the crux of the 
matter, it has become obvious, is the 
strongly held differences of opinion 
as to what interpretations should be 
placed on various important facts con- 
nected with the building project. 

—Are the restrictions that the gov- 
ernment demanded such as to make 
the move of doubtful wisdom for 
NALU? The former committee says 
they are hardly more than formalities 
and would have little practical effect 
in the event NALU ever wanted to 
sell, since there would be plenty of 
buyers who could meet the standards 

(CONTINUED ON PAGE 25) 





Program Mapped For 
LOMA’s Atlantic City 
Meeting, Sept. 22 


The program has been completed for 
the annual meeting of Life Office Man- 
agement Assn. at Atlantic City, Sept. 
22-24. Lead-off speaker will be Peter 
McDonald, vice-president and secre- 
tary of Crown Life and president of 
LOMA. Mr. McDonald’s address is en- 
titled “Our Greatest Asset.” 

He will be followed by Edward B. 
Hanify, director of John Hancock and 
partner in the Boston law firm of 
Ropes, Gray, Best, Coolidge & Rugg, 
who will talk on leadership as an ex- 
alted trust. Schuyler D. Hoslett, vice- 
president of Reuben H. Donnelly Corp., 
will discuss “Executive Development 
Courses: Inside or Outside.” 

In the afternoon, two sessions will 
run concurrently. One will be a dra- 
matic presentation written and per- 
formed by the personnel administra- 
tion committee, entitled “The Struc- 
ture of a Personnel Problem.” 

Debit Mechanization Panel 

A second session, on industrial in- 
surance, will include a panel discus- 
sion on selected aspects of mechani- 
zation of debit insurance procedures. 
The panelists will be Kenneth Ward- 
Smith, chief actuary of Life & Cas- 
ualty, discussing debit registers, com- 
Missions and reports by Univac; 
Charles Orr, chief programer of Na- 
tional Life & Accident, speaking on 
Integrated data processing of debit 
business in a combination company, 
and T. R. Ryerson, administrative as- 
sistant of Metropolitan Life, who will 
Teport on “Key Punching vs Mark 
Sensing: An Evaluation of Their Re- 
spective Merits.” 

Following the panelists, general dis- 
cussions will be held on the subjects 
(CONTINUED ON PAGE 24) 
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Peoples Lite Now 
Peoples-Home Life 


Peoples Life, an affiliate of Home 
(fire) Co., has changed its name to 
Peoples-Home Life Insurance Co. of 
Indiana, effective immediately. Ac- 
cording to company officials, the 
change involves no revisions in policy 
or administration. 


Social Security Bill Is 
Praised By President As 
He Signs It Into Law 


President Eisenhower praised the 
social security bill and called it “a 
forward step” as he signed it into law. 
Those sections in the bill opposed by 
the life industry—the 7% increase in 
benefits and the boosting of the tax 
base from $4,200 to $4,800—the Presi- 
dent said were “desirable” in the light 
of economic changes which have oc- 
curred since these sections were last 
amended in 1954. 

In a statement issued at the time of 
his signing of the bill, the President 
said that he also approved of how 
Congress had increased the contribu- 
tion rate and accelerated the tax 
schedule which would, he stated, make 
the program financially sound and 
self-supporting. This is a provision of 
the bill which the life industry has 
been advocating in testimony before 
committees of both houses of Congress. 


Swift Buying Globe Life 

Swift & Co. the Chicago meat 
packers, are negotiating to purchase 
all the stock of Globe Life of Chicago. 
Reportedly more than 90% of the 
shares have been deposited under the 
offer. 

Swift & Co. already has a casualty 
insurer, Security Mutual Casualty, 
which was organized in 1913 to write 
liability insurance for packers. 


Program Listed 
For Actuaries’ 
Meeting, Oct. 2-4 


The annual meeting of Society of 
Actuaries to be held Oct. 2-4 at the 
Netherland Plaza Hotel in Cincinnati 
will open with a business meeting and 
presentation and discussion of papers 
on Thursday morning, according to 
the program which has been an- 
nounced. 

The papers and their authors are 
John T. Birkenshaw and J. Craig 
Davidson, “The Preparation of In- 
terim Accounting Statements Using 
Electronic Data Processing Equip- 
ment;” Elgin G. Fassel, “Extended 
Term Insurance Consistent with Fully 
Paid Insurance Calculated on a Differ- 
ent Basis;’ Thomas J. Hummel and 
John A. Stedman, “Actuarial Note: 
Cash Values and Reduced Paid Up 
Insurance;”’ Fergus J. McDiarmid, 
“Inflation and Life Insurance;’” Mor- 
ton D. Miller, “1957 Study of Group 


(CONTINUED ON PAGE 4) 


N. Y. Issues New 
Regulations For 
Credit Life, A&H 


Full Disclosure To Debtor 
Required; Premiums Higher 
Than Originally Proposed 


Superintendent Wikler of the New 
York department has issued new reg- 
ulations covering life and A&S policies 
sold in connection with small loans, 
instalment purchases and other credit 
transactions. The new regulations go 
into effect Oct. 1, except for section 5 
covering policies and certificates of 
insurance and their disclosure to debt- 
ors, which goes into effect Dec. 1. 

Under the regulations, designated as 
27A, when a lending agency or a 
creditor requires an individual life or 
A&S policy on a debtor, the debtor 
has the option, upon notice to the 
creditor, of selecting an insurer of his 
own choice or of furnishing existing 
policies of insurance owned or con- 
trolled by him and issued by any in- 
surer authorized to transact business 
in the state for an amount not less 
than the indebtedness and for the 
term and type of insurance coverage 
required by the creditor. 

Any policy furnished by the debtor 
is not subject to the new regulation. 
Insurers writing credit life and credit 
A&S are made responsible for estab- 
lishment of procedures by which debt- 
ors are furnished a written notice in- 
forming them of the option. 

In the originally proposed regula- 
tion it was required that individual 
policies be delivered to the debtor at 
the time the debt is incurred. This 
provision has been somewhat softened 
by the department in the regulation’s 
final form. It now allows the creditor 
to deliver to debtors a copy of the 
application for a policy or a notice of 
proposed group insurance, signed by 
the debtor and setting forth the name 
and home office address of the insurer, 
the name of the debtor, the amounts 
of premium or identifiable charges to 
the debtor, the amount and term of 
the coverage and description of it. 

The insurer is then responsible for 
establishment of procedures for deliv- 

(CONTINUED ON PAGE 23) 
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HeNATIONAL UNDERWRITER 


Warns Of Pitfalls For Partnerships 
Seeking Tax Shelter As ‘Associations’ 


Partnerships seeking the more fa- 
vorabie tax treatment afforded “as- 
sociations” in an Internal Revenue 
Service ruling of last fall should pro- 
ceed with great caution in attempting 
to have themselves taxed as associa- 
tions, or they may find themselves with 
the tax disadvantages of both types of 
organizations. 

This warning was contained in a 
talk on current developments in feder- 
al taxation affecting life insurance 
which K. Martin Worthy, prominent 
Washington, D. C., lawyer specializing 
in taxation, gave at the meeting of the 
section on insurance law, negligence 
and compensation during the annual 
meeting of American Bar Assn. at 
Los Angeles. 

Following is the portion of Mr. 
Worthy’s talk dealing with these pit- 
falls. Other retirement plan develop- 
ments will be given in next week’s is- 
sue. 

Apparently to meet the continuing 
clamor for Jenkins-Keogh type of 
legislation, the Internal Revenue Ser- 
vice announced last October that it 
was “modifying” its position on the 
Kintner case and that henceforth “the 
usual tests will be applied in deter- 
mining whether a particular organiza- 
tion of doctors or other professional 
groups has more of the criteria of a 
corporation than a partnership.” 

The way thus may be opened up for 
the establishment of pension and pro- 
fit-sharing plans by many types of 
professional organizations to whom 
they have heretofore been barred. 
Even in those cases where the partners 
now own individual annuity contracts, 
they may, on establishing a qualified 
plan, bring a larger number of persons 
under coverage, including professional 
associates who are not partners, and 
other employes, who are not now 
considered sufficiently important by 
themselves to establish a comprehen- 
sive plan. 

But there are some dangers in at- 
tempting to reorganize professional 
partnerships as “associations” to gain 
these advantages. In the first place, 
classification as an association may be 
a mixed blessing. If the owners are 
in high personal tax brackets and the 
firm can retain a high proportion of 
its profits so that they do not become 
taxable as dividends to the owners, 
the total over-all tax may be less than 
if the earnings were taxed directly to 
the owners as members of a partner- 
ship; but if the owners are in relatively 
low personal tax brackets or the firm 
does not have sound business reasons 
for retaining a substantial proportion 
of its earnings, the higher combined 


corporate and individual tax may far 
outweigh the advantage of being able 
to establish a qualified pension or 
profit-sharing plan. The use of “as- 
sociation” funds by its owners is also 
far less flexible without adverse tax 
consequences than the use of partner- 
ship funds by partners. 

In the second place, the rules for 
determining when an organization op- 
erated as a partnership under local 
law is an “association” taxable as a 
corporation are not entirely clear. The 
criteria most often referred to are 
those taken from Morrissey vs Com- 
missioner, 296 U.S. 344 (1935), holding 
a trust taxable as an association, in 
which the features common to a cor- 
poration of (1) ownership of property 
as an entity, (2) centralized manage- 
ment, (3) continuity unaffected by 
the death of beneficial owners, (4) 
easy transferability of beneficial inter- 
ests and ability to include large num- 
bers of participants, and (5) limited 
personal liability of the beneficial 
owners, were all emphasized. 

It was not made clear in Morrissey 
whether all or only some of these 
criteria need exist; the commissioner’s 
regulations under the old 1939 code 
provided simply that if there were 
continuity despite death or change in 
ownership of a participating interest 
and centralized management in one 
Or more persons in their respec- 
tive capacities, an organization would 
be treated as an association. The 
courts have frequently found these 
two factors alone not enough; they 
have also sometimes held a partner- 
ship taxable as a corporation despite 
the absence of some of the five factors 
listed in Morrissey, and at times they 
have suggested still other factors to be 
considered besides those referred to by 
the Supreme Court and in at least 
one case suggested that the Morrissey 
tests may not be applicable to a part- 
nership at all. 

Thus, unless extreme care is taken 
in setting up a professional partner- 
ship as an “association,” there will be 
considerable uncertainty as to whether 
it will meet the test of an association 
taxable as a corporation under the 
law. For example, it is doubtful—to 
say the least—that members of a law 
partnership even if they were willing 
to do so, could agree that each partner 
could freely sell his interest to a 
stranger without dissolving the part- 
nership, or that each partner’s heirs 
would step into his shoes in the part- 
nership or that the liability of partners 
would be limited to investment, with- 
out violating the canons of ethics. Yet 


(CONTINUED ON PAGE 24) 





San Antonio Agents Assn. 


Honors Past Presidents 

San Antonio. Assn. of Life Under- 
writers at a recent meeting honored 
the 18 past presidents of the group 
still active in San Antonio insurance 
circles. 

Guest speaker was William F. White, 
Union Central Life, Corpus Christi, 
who described the _ characteristics 
making a million dollar producer. 

Lafayette Life established a new 
high of total volume of new business 
written during July amounting to $10,- 
032,368. The figure represents a 90% 
increase over July of 1957. 


Set Information Session 


For CLU Examinations 
Chicago CLU chapter will hold a 
general information session for pro- 
spective CLU students at 135 South 
LaSalle street, room 1552 at 9:30 a.m. 
Sept. 12. The purpose of the meeting, 
which was planned by Philip H. Kam- 
merer, assistant director of agencies 
for Prudentiai, mid-America home of- 
fice; Edgar D. Tripple, vice-president 
Rockwood Co. agency and Alfred P. 
Lasker, associate manager Prudential, 
is to give prospective students the an- 
swers to questions about CLU and the 
registrations. and classes offered by 
De Paul University. There is no charge. 


Atlantic Alumni Assn. 
Speakers Announced 


Current business developments of 
interest and concern to managers and 
general agents will be discussed at the 
1958 meeting of LIAMA’s Atlantic 
Alumni Assn. Sept. 25-26 at the 
Roosevelt hotel, New York City. This 
annual meeting of the graduates of 
the schools in agency management, 
conducted by LIAMA, will run from 
Thursday noon through Friday morn- 
ing. 

The program for the meeting is as 
follows: 

Thursday afternoon, Sept. 25: Rob- 
ert L. Snowden, secretary-treasurer, 
of the alumni association and manag- 
er in Trenton for Metropolitan Life 
will preside. 

Fellowship luncheon: Welcome by 
Paul L. Guibord, president Atlantic 
Alumni Assn. and general agent in 
Newark for Mutual Benefit Life. 

“Time for Decisions,’ Charles G. 
Heitzeberg, vice-president in charge 
of agencies, Mutual Benefit Life. 

Panel, “Where Do You Stand?” Mod- 
erator will be Chester R. Jones, gen- 
eral agent at Washington, D. C., for 
Massachusetts Mutual. 

Minimum deposit plans, Orval A. 
Hosch, manager New York City, Phoe- 
nix Mutual. 

Family plans, Robert A. Boas, dis- 
trict manager at West Roxbury, Mass., 
for John Hancock. 

Problems of multiple line selling, J. 
Arthur Cope, general agent at West 
Hartford, for Berkshire Life, and Nor- 
ris Maffett, general agent in Philadel- 
phia for Connecticut Mutual. 

Friday morning, Sept. 26: Arthur W. 
Schmidt, vice-president Atlantic 
Alumni Assn. and general agent in New 
York City for New England Life, will 


preside. 

Business session. 

“Where Management Training 
Stands.” 


“History of Management Training,” 
Charles K. Reid II, associate director 
of company relations division LIAMA. 

“Present LIAMA Schools,” Donald 
Bramley, director of managerial train- 
ing of LIAMA. 

“Your Hottest Ideas,” 
Schmidt moderator. 

“Leadership,” Lewis W. S. Chapman, 
director of company relations division 
LIAMA. 


Alaska Sets Five Year 


Requirement For Licensing 

Alaska Commissioner Duncan has 
ruled that at least five vears contin- 
uous and active operation will be re- 
quired before granting a license to an 
insurer in Alaska. 

Invoking the rule-making powers 
of the code, Mr. Duncan stated that 
the five years of successful operation 
will be required in the future to deter- 
mine whether an applicant “is solvent 
and can furnish the people 0: Alaska 
safe and satisfactory insurance.” 


New Edition Of Analysis Booklet 

The 1958 edition of “An Indepen- 
dent Analysis of Legal Reserve Life 
Insurance Facts” has been published 
by Standard Analytical Service of St. 
Louis. 

The new edition highlights, among 
other things, cost factors in life insur- 
ance, differences between participating 
and non-participating plans, company 
financial reports, programming charts 
and statistics, and a brief history of 
life insuance. 


Arthur W. 


Ohio National Shov, 
New Rate Book, Plan; 


A preview of Ohio Nationa!’s new; 


revised rate book 
was given at the 





Grant Westgate 


Club convention at Manoir Richelie 


Murray Bay, Que. 


President M. Rey Dodson told som 
450 members of the company’s sale 


organization that 


gathering at the same site Ohio N. 


tional’s insurance 


than doubled—from $450 million j 
$940 million, and assets had increase 
more than $80 million—to $109 million 

Grant Westgate, 
dent and convention chairman, pre. 
sided during the two-day business se. 
sion. A highlight of the meeting was a 
talk by Bert Palo, special agent of Pry. 
dential, ‘Motivation Means Millions,” 


A joint talk on 


and plans by Paul Martin, adminis. 
trative vice-president, 
Breeze, actuary, disclosed changes t 
become effective soon: 

(1) Quantity discount; 
revision of the gross premium strue- 
ture; (3) improved nonforfeiture val- 
ues on most plans; 
women; (5) five new plans: “Econo- 
plan” and “Thriftplanner,” whole life 
policies with continuous premiums ani 


limited premiums, 


term policy to age 70; flexible retire- 


ment income on 


holder can continue premiym payments 
beyond normal maturity; 
executive, featuring a death benefit 


equal to the cash 


amount prior to age 65, and a first 
year cash value approximately 50% of 
the gross premium; and (6) reductions 
in key occupational ratings, and other 


liberalizations. 


President Dodson’s speech, “Meet- 
ing the Challenge,’ summed up past 
changes and possible future ones in the 
company and in the business generally. 

The field was represented by Walter 
Phelps, president of the Builders Club; 


a sales panel on 


new rate book by -George Guerre, 
George Severance, Fred McMaster and 
H. R. Linderberger; and Robert Maot- 
ing, Robert Wenstrup and James Mea 
kin, who dramatized useful sales tech- 


niques. 


Presentation of trophies, awards ani 


recognitions were 


held on the last day of the convention 


State Taxes Rise 6.7% 


WASHINGTON—Department 
Commerce reports preliminary figures 


indicating total 


tax collections by states of $456 mil 
lion for the fiscal year ended las 
June 30. This represents an increase 
6.7% over 1957, and is equivalent t 


$2.69 per capita. 
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LIFE INSURANCE EDITION 


Three Billion Dollars 


We are proud to announce the recent attainment of 
Three Billion Dollars in outstanding insurance .. . 
. .. adding another chapter of achievement 
to one of the most remarkable growth records 
in the history of life insurance. 
Enthusiastic acceptance of 
Franklin’s distinctive savings and protection plans 
has established our dominant position as the 

largest stock legal reserve life insurance company 

in the United States devoted exclusively to the underwriting 
of individual (ordinary) insurance 


and annuity contracts. 


The Franklin Life Insurance Company 
Springfield, Illinois 
FOUNDED 1884 


CHAS. E. BECKER, President 
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Second Phase Complete 
In Prudential’s Move 
Of Northeast HO 


Prudential completed the second 
major phase of the relocation of its 
northeastern regional home office at 
Boston during the Labor Day weekend. 

The last of the 16 departments and 
divisions comprising the regional home 
office completed work in Newark on 
Friday, were moved to Boston over 
the long weekend and were ready to 
work in their new quarters the day 
after Labor Day. 

The relocation has entailed the 
transportation of some 200 tons of 
records, equipment and supplies from 
the Newark home office, plus the 
transportation of 331 employes. 


Gov. Meyner Calls For Commission 
To Revise N. J. Insurance Laws 
Governor Robert B. Meyner of New 
Jersey has asked for the cooperation 
of Samual L. Bodine, Repubican state 
chairman, in getting the legislature to 
return to an early special session to 
consider the Meloni bill which would 


FeNATIONAL 


create a nine-member commission to 


revise the state insurance laws. 


The bill, along with 50 others which 


were passed by the Democratic-con- 
trolled assembly and are awaiting ac- 
tion by the Republican senate, would 
provide for a commission composed of 
three senators, three assemblymen and 
three individuals appointed by the gov- 
ernor. The legislature is recessed until 
Nov. 10, and, technically speaking, the 
governor cannot call it back into spe- 
cial session. 


Associated Life Formed 
With HO At Chicago 


Associated Life, a legal reserve stock 
company, has been formed at Chicago, 
with general offices in the Insurance 
Center building. Authorized capital 
stock is $200,000 paid up. The new 
company reinsured Associated Hospi- 
tal Service of Illinois, a non-profit 
hospital service, and Illinois Life & 
Accident, giving Associated Life at 
the onset an anunal premium in ex- 
cess of $2 million. At the present time 
the company will operate through 
agents and brokers in Illinois only. 
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H. P. SKOGLUND, President 
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Over 
$34, Billion of 
Life Insurance 
in Force. 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 





No Two Are Alike 


Want to feel proud? Hold up your hand and look 
at your finger tips. Those lines and loops you see 
—the patterns that make up your fingerprints— 
are yours and yours alone. Not a single one of the 
billions of people who ever have lived or ever will 
live have fingerprints exactly like yours. 

Makes you feel pretty good, doesn’t it... to 
think that you have something nobody else 
has? 


But the little ridges of skin on your fingers are 

Ss pretty simple compared to the com- 
plexities of your mind and spirit. 
Isn't it logical to assume that what’s 
‘. inside you—those things that add 
up to your personality—are just as 
different from others as your finger- 
prints? 





And isn’t it logical that we should be at least as 
proud of the way we differ as people as we are 
of our individuality in fingerprints? Seems to 
me we should be. Seems to me we'd all be a bit 
happier if we concentrated more on showing 
off the ways we're different than on trying to 
hide or disguise them. 


If you'll pardon a commercial, I’d just like to say 
that here at North American Life and Casualty 
Company we feel pretty strongly about people 
being different. It’s our philosophy that no two 
people, no two families, are exactly alike in their 
wants and needs. We don’t believe there’s any one 
magic insurance policy. It takes a program tailored 
to the ways in which your family is different to 
give you the true feeling of “confident living” in- 
surance can bring. That’s what we train North 
American representatives to do. We think you'll 
like the way they work. 


Call on the North American repre 
sentative in youg 


NORTH AMERICAN 
Life and Casualty Company 
C 
H.P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 
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Hospital Service for 21 years. 


Richard W. Anthony is vice-presi- 
dent. He was formerly agency super- 
visor for Aetna Life in Minnesota; 
sales director for Associated Hospital 
Illinois 


Services, and vice-president, 
L.&A. 


Other officers are Henry 


ates, consulting actuaries, 
vice-president and actuaries. 
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President Signs Welfare, 
Pension Plans Disclosure 
Bill, Calls It Inadequate 


President Eisenhower has signed the 
Welfare and Pension Plans Disclosure 
Bill which, in its final version, con- 
tained a provision requiring disclosure 
of level-of-benefits types of plans. The 
insurance industry had hoped to see 
this section amended out of the final 
version. The Bosch Amendment, which 
would have excluded level-of-benefits 
plans, was defeated in the House. 

In a_ statement issued after he 
signed the act, the President said that 
he approved it because it establishes a 
precedent of federal responsibility in 
this area, but that the bill in its final 
form dealt with only a narrow segment 
of the total labor management pro- 
gram. 

The President further said that if 
the bill is to be at all effective, it will 
require extensive amendment at the 
next session of Congress. 


Program Given For 
Actuaries’ Meeting 


(CONTINUED FROM PAGE 1) 
Surgical Expense Insurance Claims;” 
Arthur Pedoe, “Actuarial Note: Lid- 
stone’s Formula for the Present Value 
of the Profits of a Policy;’’ Bertram N. 
Pike, “Some Considerations in Deter- 
mining Incurred Claims Used in the 
Computation of Dividends Under 
Group Accident and Health Insur- 
ance;” Charles A. Siegfried, “Some 
Considerations Involved in the Analy- 
sis of Major Medical Expense Insur- 
ance Experience.” Prior to the papers, 
election of officers and governors will 
be held. 

Thursday, Friday and Saturday af- 
ternoon sessions will be occupied by 
informal discussions. Among the sub- 
jects to be covered will be : Guides to 
professional conduct, effects of reces- 
sion, social security, membership re- 
quirements, credit life insurance and 
agents’ compensation. 

On Friday morning there will be a 
discussion on subjects of special inter- 
est in three simultaneous sessions. 


To Tour Franklin Life Home Office 


Members of Chicago Home Office 
Life Underwriters Assn. will tour the 
home office of Franklin Life at Spring- 
field, Ill., in place of its regular 
monthly meeting, Sept. 12. James R. 
Maloy, sales director of Franklin Life, 
will address the group. 


President af the new company, 
which writes—in addition to life— 
A&H, surgical and hospitalization, is 
David C. Trager, a director and officer 
of Associated Hospital Service since 
1937. He was also president of Illinois 
L.&A. Chairman is Morris M. Gold- 
man, executive director of Associated 


Mann, 
treasurer, and Arthur Ludwig, secre- 
tary. The former was secretary of 
Illinois L. & A. and the latter treasurer. 
Alex E. Selwood, formerly with the 
Reliance division of Lincoln national 
Life, and Harry S. Tressel & Associ- 
serve as 
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Equitable Society 
Names Hill Head Of 


Northeast Department 

Equitable Society has appoint 
Frank W. Hill, manager at Alba, 
since 1952, as field : 
vice-president in 
charge of the 9- 
state northeastern 
department. At the 
same time, the 
Albany  organiza- 
tion has been ex- 
panded into two 
agencies. Donald J. 
Mooney, district 
manager at Sche- 
nectady, and John 
W. Neuhs, district 
manager at 
Poughkeepsie, are the new Manager 

Mr. Hill joined Equitable at Peo: 
Ill, in 1946, and became  assistg; 
manager a year later. He was nama 
district manager at Bloomington, [I], 
in 1948. 

Mr. Neuhs entered the life fielq val 
Equitable at Albany in 1948. He hx 
been district manager at Kingston, Aj. 
bany and at Poughkeepsie since 19) 

Mr. Mooney went with Equitable iy 
1950 at Albany. He became distric 
manager at Schenectady in 1952. 











Frank W. Hill 


SEC Appeals Variable 
Annuity Decision 

WASHINGTON—Securities & fy. 
change Commission has followed Nz 
tional Assn. of Securities Dealers i; 
filing a petition for certiorari with th 
Supreme Court to obtain review of th 
decision of the U.S. court of appeakf 
for the District of Columbia in th 
Variable Annuity Life case. 

Both petitions are expected to bk 
considered by the high court in th 
fall. 





Convention Dates 





Sept. 7-12, National Assn. of Life Underwrit 
ers, annual, Statler-Hilton hotel, Dallas. 
Sept. 22-24, Life Office Management Ass,§— i 
annual, Chalfonte-Haddon Hall, Atlantic} 

City, N. J. 

Sept. 22-24, International Claim Assn., annual} 
French Lick Springs hotel, French Lick, Ind § 

Sept. 22-25, Assn. of Superintendents of h-# 
surance of the Provinces of Canada, annual 
Empress hotel, Victoria, B.C. I 

Sept. 29, Fraternal Actuarial Assn., annual, He # 
tel Fontainebleau, Miami Beach. 

Sept. 29-Oct. 1, National Fraternal Congres, 
annual, Hotel Fontainebleau, Miami 

Oct. 2-4, Society of Actuaries, annual, Nether 
land Plaza hotel, Cincinnati. 

Oct. 6-7, Conference of Actuaries in Publi 
Practice, Morrison hotel, Chicago. i 

Oct. 6-10, American Life Convention, annua} 
Edgewater Beach hotel, Chicago. 

Oct. 22-24, Life Advertisers Assn., annual meet 
ing, Queen Elizabeth hotel, Montreal. : 

Oct. 23-25. Midwest Management Conferenct,— 
French Lick, Ind. 

Oct. 27-29, Health Insurance Assn., individual ff 
insurance forum, Drake hotel, Chicago 

Nov. 6-7, New York State Assn. of Life Unde 
writers, fall delegate meeting, St. Moritt 
hotel, Lake Placid, N. Y. 

Nov. 10-13. Life Insurance Agency Management 
Assn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 19-21, Institute of Home Office Unde- 
writers, Hollywood Beach hotel, Hollywoo 
Beach, Fla. 

Nov. 20, Insurance Federation of New_York, 
annual, Waldorf-Astoria, New York City. 

Dec. 8-12, National Assn. of Insurance 
missioners, midwinter, Roosevelt hotel, 
Orleans. 

Dec. 8-9, Assn. of Life Insurance Counsel, 
ter meeting, Waldorf-Astoria hotel, 
York. 

Dec. 9, Institute of Life Insurance, am 
Waldorf-Astoria hotel, New York City. | 

Dec. 10-11, Life Insurance Assn. of Ame 
annual. Waldorf-Astoria hotel, New York 

Dec. 28-29, American Assn. of Uni 
Teachers of Insurance, annual, LaSalle 
tel, Chicago. 

Feb. 20-21, New York State Assn. of Life 
derwriters, general agents and mam 
momma. Gideon Putnam hotel, Sara 
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come nh get it 


Get a good start on the top of the morning and 
everything seems to go your way the rest of the 
day. That's the way it is with Ohio National Life 
agents who have found opportunities for a satis- 
fying sales future stacked high for them through 
the Company's training and educational program. 





























No. 3 in a Series by The Ohio National Life Insurance Company 
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comething to GRO W on 


The agent who has a keen appetite for growth is the agent who will 
usually accomplish the most and prosper the most. 


Ohio National Life’s agent training and educational programs are keyed to 
help every agent, regardless of his skill or experience, from the newest new- 
comer to the million dollar producer. Manpower development to its peak 
ability is our objective, whether it be in the field of direct selling or in manage- 
ment phases. We are interested in the future of our personnel. Their continued 
efficiency, service and productivity is the big reason for our varied program 
of career training. There’s no limit to what a man can learn and put into 


practice at Ohio National Life. 


INSURANCE COMPANY ¢ CINCINNATI 
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When the earth spouted “Black Gold...” 


Back in 1859, the first oil well spouted “black gold” over 
a startled group of men in Titusville, Pa. That same year 
The Equitable opened its doors for business in a one-room 
office in New York City. Since then, both The Equitable 
and the oil industry have come a long way. 

In those days, oil was used primarily for illumination, 
and asa base for “snake oil,”’ a home medication for assorted 
ailments. It wasn’t until mechanization took hold in Ameri- 
can industry that petroleum and its by-products became 
essential to the nation’s economy. 

In many ways, protection against life’s emergencies a 
hundred years ago was as primitive and restricted as the 
uses to which crude oil was first put. And an agent’s lot a 
century ago was frequently precarious and insecure. 
Today, The Man from Equitable enjoys a social and 


o 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U. S. 


economic station his 19th-century counterpart would cer- 
tainly have envied. For his company plays a vigorous role 
in today’s economy; a continuing advertising and public 
relations campaign reminds his community of his worth 
as an individual. 

He also has a pension plan which has few equals in the 
industry. He has training courses and sales plans to help 
him become the indispensable man to his neighbors and 
friends. He is part of an institution in business “not for a 
day—but for all time,” as predicted by an Equitable under- 
writer nearly 100 years ago. 

For a rewarding career in the life insurance industry, the 
modern underwriter chooses the identification that works 
for him today, tomorrow and for the future ... The Man 
from Equitable! 





393 Seventh Avenue, New York 1, N. Y. 






By HOWARD J. BURRIDGE 


semi-annual or an- 
nual life insurance in force figures are 
published on the comparative basis, it 
total industrial in- 
surance paid for is declining and has 
been for the past several years. The 
decrease has been steady, and there 


Whenever the 


is remarked that 


HieNATIONAL UNDERWRITER. 


total industrial life insurance written 


Industrial Continues Decline But It poi 
Doesn’‘t Worry Combination Insurers 


is nothing to indicate that it will be 
reversed. Instead, it seems certain en in the order of their importance 
that the downward trend will contin; these are: 
: 1. The steady extension of group 
There are so many companies writ- insurance. 

ing industrial, and some of them are 2. Monthly debit ordinary. 
so large that it is both important and 3. The family policy. 
interesting to understand what has 4. The ability of the average wage 
caused and is causing the decrease in earner to purchase ordinary. 


Most of those with whom this has 
been discussed give four factors as 
having been primarily responsible for 
the change that has taken place. Giv- 











Popular, profitable, productive 
Pension Plans 


CM Pension Plans are exceptional in flexibility, liberal benefits 
and low costs. 


1. Four Types of Tailor-Made Plans 


e Retirement Annuity Plan: a fully insured plan with a death 
benefit that is equal to premiums paid or cash value, 
whichever is greater. 


e Retirement Income Endowment Plan: a fully insured plan 
with a death benefit that is equal to $1000 for each $10 
of monthly pension. 


e Combination Plan: a partially insured plan with conversion 
guarantees that can be used with the accumulated auxil- 
iary investment fund to provide pensions. The death bene- 
fit is $1000 for each $10 of monthly pension. 


e Profit-Sharing Plan: the employees’ annual profit shares 
may be guaranteed to their beneficiaries as much as 15 
years into the future through a life insurance contract that 
has conversion guarantees which can be applied to the 
auxiliary fund built up over the years. 


2. Liberal Dividends mean benefits at low cost for your client 
and his employers 


3. Wide Choice of Optional Settlements: the same variety of 
favorable options as under regular contracts. 


4. Later Retirement Advantages: members may postpone elec- 
tion of options until actual retirement date thus earning addi- 
tional interest and increased pensions. 


5. Simplified Acceptance means that for plans with as few as 
ten participants, specified amounts of insurance may be 
issued without medical exams or conventional evidence of 
insurability—if applicants are 65 or under and employed at 
the time of issue. 


6. Home Office Specialists: large staff devoting full time to legal, 
tax and technical problems. Full assistance in installing and 
servicing pension and profit-sharing plans. Specimen agree- 
ments provided at the request of prospect’s legal counsel. 


Our 82 General Agencies throughout the country are equipped, 
able and eager to help brokers with pension trust prospects. 
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Taking these in the order ]j 
there can be no question but that 4, 
adoption of some kind of group ingy. 
ance plan by an ever increasing nyp, 
ber of corporations both large a, 
small has had the most adverse eff, 
on industrial writings. Originally, in 
dustrial insurance was written on 
basis of the insured paying 10, 15, y 
or 25 cents a week in premiums, _ 

The average industrial worker, Bt. 
ing back no more than a quarter of: 
century ago, was buying industri; 
life as burial insurance because wit, 
out industrial he had no other life gq, 
erage. Group insurance has had j; 
greatest growth by far during the |x 
30 years. 

It is within this period that ¢o. 
porations have bought group Coverag: 
for their employes competitively, Th; 
is, a corporation is now at a disai. 
vantage in its employment depart. 
ment if it cannot offer group insy. 
ance. 

Practically all corporations of ay 
size do, and those companies whic: 
have found themselves at a disadyap. 
tage employment-wise have gotten 
the band wagon and adopted a gry 
life plan. 


Far Exceeds Industrial Cover 


With most group arrangement 
the amount of coverage is greatly i, 
excess of the old $250 or $500 indy. 
trial policy. As a consequence, th: 
average wage earner does not fe! 
that it is of pressing importance fp 
him to have an industrial policy of; 
comparatively insignificant amour 
when his employer is covering hir 
with anywhere from $2,500 to $5,0i) 
of group life insurance and in may 
cases for larger amounts. By compar: 
son the industrial life policy seems t 
be insignificant. 

No one should doubt the contin 
ued growth of group. Feeling th 
pinch of this, the industrial companis 
have gone in heavily for the writin 
of MDO (monthly debit ordinary 
They have found their prospects quit 
able to pay not only a larger premiu 
but to be able to pay monthly rathe 
than weekly, a convenience, and i: 
line with the thinking of most waz 
earners. Budgets nowadays are mat 
on the monthly rather than the week) 
basis. 

In quite recent years the family 
policy has gained immense popularity 
and it is, of course, written as 0: 
dinary rather than as_ industrial. | 
affords low cost coverage to the fan- 
ily that is large or likely to be, aii 
strikes a popular response. It seem 
plain that its popularity will not onl 
be maintained but will be increased. 

Beyond all this is the fact that th 
average factory worker is now mia: 
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LIFE — A & H ACTUARIAL 
OPENINGS $17,500.-$10,000. 


Majority of listings below with medium- 
small, well established company operations. 
These openings are out of the routine cale 
gory by reason of responsibility areas that 
transend confines of regular Actuarial du 
ties. Confidential aspects of our service et 
ables Actuaries to select company wit 
openings measuring up on all counts to thet 
particular specifications. | 


a. at - ewer 
East —Group Actuary —___ S17,sil. 
Midwest — Life — A & H Actuary $17,000. 







Midwest — Life Actuary $16,000. 
Midwest — Jr. Actuary . $12,500. 
South —Jr. Actuary $10,000 





Employer pays entire service charge and al 
moving expenses on these positions. 
dential handling all applications. 


Write for HOW WE OPERATE. No obligatio: 
to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVE!) 
330 S. Wells Chicago 6, IIlinaé 
HArrison 7-9040 
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ing wages that were unheard of 20 or 
y5 years ago. Annual incomes of from 
54,200 to $6,000 are not uncommon 

"many categories of employment. 
skilled workers are in strong demand 
and at higher salary levels than 
nave ever been recorded. Everyone 
reading the newspapers knows that 
wages and salaries tend to rise year 
py year. Most economists agree that 
this will be the trend in the foresee- 
able future. 

Thus the factory worker has been 
considerably upgraded as a prospect. 
He is able to buy any of the regular 
forms of ordinary life, even including 
retirement income policies. The aver- 
age policy among all such employes is 


der listey 
UT that the 
TOUP ingy., 
@sing nup. 

large an 
verse Cffes 
ginally, jp, 
tten on th: 
; 10, 15, » 
iums, 
vorker, £. 
uarter of; 

industri; 
"AUSE With. 
er life Cor. 
as had js 
ng the la 


that co. yery much higher than it was even a 
1D COVerag: few years ago. There is nothing to in- 
ively. The} gicate that the present upward trend 
it a disad.f o¢ wages will be reduced. No one be- 
nt depart!) sieves, for instance, that there will 
Oup insur} be a return to the hand-to-mouth ex- 


| istence that many industrial workers 
ns of ay} followed a number of years ago. 
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Good For Combination Companies 


Executives of industrial life compa- 
nies who are watching this develop- 
ment closely say that there need not 
’ be anything unfavorable in the situa- 
tion for industrial companies that al- 
so write ordinary. That is, such com- 
panies find only that the average 
prospect is able to buy in larger 
amounts than before. The industrial 
policyholder in so many cases is be- 
coming the ordinary life buyer, and 
if a company has both industrial and 
ordinary to offer it is actually benefit- 
ing by the change in the status of 
most industrial workers. 

On the other hand, a company that 
is writing nothing but industrial, that 
offers no ordinary life contracts, that 
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Dana Davis To 
New England For 
National Underwriter 


Dana L. Davis has been appointed 
northern New England manager for 
the National Un- 
derwriter Co. with 
headquarters at 
Boston. He _ suc- 
ceeds John F. 
MacNamara who 
has resigned for 
reasons of health. 

Mr. Davis pre- 
viously had selling 
experience in both 
life and fire-casu- 
alty lines in New 
York City and 
Boston. He was 
also a field man for General of Seattle 
in the New York City area. He is a 
graduate of the University of Mas- 
sachusetts. 





Dana L. Davis 





is writing say $250 or $500 policies 
but is not selling MDO or the family 
plan or anything but industrial con- 
tracts of small size is certain to be 
more and more unfavorably affected if 
it continues to confine itself wholly 
to prospects for industrial policies of 
small amounts. With the passing of 
time, such companies could even re- 
cord an unfavorable mortality experi- 
ence because their policyholders could 
beconie those lowest in the social 
scale 


Provident Mutual Life has been li- 
censed to do business in Louisiana. 
The company is presently licensed in 
42 states and the District of Columbia. 








Che knows 


From firsthand experience, 

the wife of a Liberty Life 

representative knows that 

her husband can count on— 

e basic and advanced 
training 

@ a good income 

@ opportunities for promotion 


e liberal group and pension 
benefits 

Behind him and her is 

Liberty Life’s 53-year record 

of growth and progressive 

management. 


LIBERTY 


LIBERTY LIFE 
INSURANCE COMPANY 


Greenville, South Carolina 





FINANCIAL FREEDOM FOR THE FAMILY 
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PERSONAL PROTECTION SINCE 1903 


COMMERCIAL © DEBIT PLANS 
ORDINARY © GROUP 


Successful defense. depends upon the most advanced wea- 
pons, like these’ Navy Cougar jet fighters, just as your 
succéss as an agent depends upon new and advanced types 


_“@f personal protection to meet your client’s needs. 


Inter-Ocean can help you meet these needs with thor- 


~ oughly competitive lines of forward-looking individual 


and group policies, including Life, Hospital, Medical and 
Surgical, and Loss of Income Policies. One example: 
Inter-Ocean’s new Assured Income Policy with the Special 
Renewal Feature that protects against cancellation solely 
for health or physical reasons. 


Interested brokers are invited to write for details of 
Inter-Ocean’s arsenal of competitive sales weapons. 


INTER-OCEAN 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 








| 
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and chairman of the executive and Operations of the old National Bankers ~ 
New Owners Take Over finance committees, and R. L. Huf- Life under the direction of Messrs. NALU Membership a 
N ational Bankers Life fines Jr., also of Greenwich, board Brooks and Hall and Miss Gregory had Shows 4,209 Rise ir 
DALLAS—New top executive offi- chairman and treasurer. According to been attacked in public hearings con- Membership in National Assn, 0! 
cers and directors took over control of Mr. Muscat, expansion plans are un- ducted by Commissioner Harrison. Life Underwriters is within 4,54 , 
National Bankers Life of Dallas at a der consideration. = the 78,000 goal set for this year. As y 
stockholders’ meeting, Aug. 27, bring- The outgoing officers are Lester F. Offers Employe Courses Aug. 21, the number of members too; S 


ing an end to an extended period of Hall, president, who is resuming ac- Pacific Mutual has offered all em- at 73,454, or 4,209 more than at the 
investigation by the state board of in- tive management of Presidential Life ployes with three or more years’ ser=- same time last year. (THe N 
surance. The change followed acquisi- of Dallas, of which he has been presi- vice a series of four lectures aimed at Lester O. Schriver, managing dire. f .. ,resent 
tion of the 73% stock interest formerly dent since 1955, and Miss Mildred E. making the employes experts on the tor of NALU said: “This is clear ey, pe the} 
held by Pierce P. Brooks. Gregory, treasurer, who is to assume company. The courses will focus on dence that the forward-looking life in. po pro] 

The new officers are: Victor Mus- management of Old Southern Life, the company’s history, personnel poli- surance men and women of the coup. og "life 





cat of Greenwich, Conn., president Fort Worth, of which she is president. cies, operations and coverages. try recognize that more can bef full one-s 
accomplished by unified, collective ef. fire and ¢ 
fort than by going it alone.” competitic 


— agency Ol 
American Casualty Has se 
Sub-Standard A&S Plan |' 


American Casualty, which has bee, 1 toda 
in the sub-standard risk field with jt, ) swance 2 
impaired risk disability policy, is oj} the public 
fering hospital coverage for impairg insurance 
risks. The new policy incorporate} the semer 
moderate elimination periods for the} Our off 
specified physical condition. It provides | depattme! 
up to $15 daily for room and board, anj started in 
$150 for general hospital expeng | life spect 
Surgical benefits up to $300 are jg. } Sl! life in 
cluded but do not cover the specifies | ems whi 
physical condition. Indemnity limit | Ure are 
are 90 days for each accident or sick. culty 1S k 
ness—for other than the specified phy. } te life fi 
sical condition—for standard ages, ang} ‘™SUrance 
45 days for overage risks. The limits} "surance 
for specified preexisting condition | “l/s for 
vary from 30 to 90 days according t) | ‘partmer 
the impairment. under cor 

The policy is issued on adults from} U™ Pav™ 
18 to 59 and on children from thre} 4 PF 
months to 17 years. A senior plan coy. } i” the life 
ers those from 60 to 74. Premium; 
are based on the severity of the speci- 
fied condition. Applicants must have 
been symptom free for a stated period, alert and 
ranging from one month for most con. | “® ™USt 


Say, Herbert a have you noticed ditions, to 48 months for the most bgp 


serious afflictions. 3 
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how many of the very Gordon Miller Feted For | ited a iif 
Outstanding Agency Job |{% years. 
PHILADELPHIA—Members of tte} jittle on 


Gordon S. Miller agency of Massachv- f 4; 
top producers are setts Mutual Life in Philadelphia hot- | rentiocin 
ored Mr. and Mrs. Miller with ¢ jg, depa 
surprise penpcervece venga in recog: F yersonal « 

nition of his outstanding job of agency : 
hanging their hats building since his appointment in —.. 
1951. He brought the agency from}, separate 
31st place in 1950 to fifth in 1957. ate manag 
ith th e Through July, 1958, it paid for $184 } the life de 
Ww million of ordinary and led the com] we dor 
pany in April with $4,666,540. The lat- problem t! 
ter included $3 million from J. S. Zin might fav 


man. Mr. Miller received an &-} duce jife 

graved Paul Revere silver bowl ani agency pr 

many letters of congratulation. of attracti 

Co an re a casualty 1 
mp y Rutgers To Begin Classes | ‘hese insu 


: agen 

For American College Exam} ii. bos 

Republic National Life A 32-week series of classes whith} our fire a 

will prepare managers, general agents} made life 

and their assistants for Americal J are contin 
college examinations in the newly} life and 

of Dallas revised management curriculum wil f companies 

begin at Rutgers University on Sept doing bus 

23. words, a ] 

atx! affiliate o: 


Outline Tentative Program operation 

A tentative outline has been reachei Dlace in 
for the program of the midyear meet § COMpany. 
ing of Indiana Assn. of Life Under 
writers which is set for Nov. 21-22 @ 
Indianapolis. The program will includ 
a workshop for local associations, am 
discussions on publicity and public 
relations, securing attendance at loc 
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REPUBLIC NATIONAL LIFE INSURANCE COMPANY e DALLAS, TEXAS 


LIFE » ACCIDENT e SICKNESS e MEDICAL AND SURGICAL REIMBURSEMENT e@ HOSPITALIZATION 


GROUP e FRANCHISE e BROKERAGE e COMPLETE REINSURANCE FACILITIES meetings, and membership promotio 
, Brady Minnis, superintendent of age 

cies of American United Life, is 8& 

eral chairman of the convention. 
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LIFE INSURANCE EDITION 


fire Agents Give Views On Life 
As Competitive Facility Or Threat 


(THE NATIONAL UNDERWRITER asked 
representative agencies over the coun- 
try if they believed the local, indepen- 
dent, property insurance agent should 
wll life insurance—to give insured 
full one-stop service, to defend their 
fire and casualty business against the 
competition of a fully multiple line 

ency or company, and to increase 
profits. Here are additional comments 
that were received. ) 

o 

In today’s times of progressive in- 
surance marketing and availability to 
the public our office feels that a life 
insurance department is essential to 
the general insurance business. 

Our office operates a life insurance 
department. This department was 
¢arted in July, 1957. We employ two 
life specialists who do nothing except 
sell life insurance contracts. The prob- 
lems which are presented to us of 
course are many, but the main diffi- 
culty is keeping the life specialists in 
the life field and keeping our general 
insurance solicitors in the general 
insurance business. Each of them get 
calls for the other type of insurance 
department and vice versa. We have 
under consideration a monthly prem- 
ium payment plan but we do not use 
one at present time. We handle A&S 
jn the life department. 


We believe a life department is an 
essential competitive facility for an 
alert and progressive agency. We feel 
we must be prepared to provide our 
industrial clients with assistance on 
group employe benefit programs or 
they will turn to our competitors who 
have these facilities. We have oper- 
ated a life department for more than 
40 years. We employ our own life 
insurance specialists and rely very 
little on company assistance. We can 
think of no special problems worth 
mentioning in the operation of the 
life department, in the writing of 
versonal coverages, but we make no 
specialty of such a plan. 

We operate our A&S department as 
a separate department under a separ- 
ate manager, but it works closely with 
the life department. 

We do not think it presents a serious 
problem that a multiple line operation 
might favor those agencies that pro- 
duce life business. After all, if an 
agency provides a substantial volume 
of attractive business in the fire and 
casualty fields, I do not think that 
these insurers are going to penalize an 
agency for not giving that group their 
life business. In fact, while many of 
our fire and casualty companies have 
made life insurance affiliations, we 
are continuing to give the bulk of our 
life and group business to the life 
‘ompanies with which we have been 
doing business many years. In other 
words, a life insurance department or 
affiliate of the large fire and casualty 
operation is going to have to earn its 
Dlace in our agency as any other 
Company. 

ae %* * 

First, we do believe a life depart- 
ment will become an essential com- 
beting facility for our agency in the 
times ahead. This belief is based upon 
the trend that we have seen develop- 
Ing over the past few years in which 
fire and casualty companies have been 
burchasing, or forming, life connec- 
Yons and also upon the constant 
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rumors that many of the major life 
companies are contemplating the entry 
into the personal lines end of our 
business as soon as New York laws 
have been amended to permit this. 

We do not operate a life department 
at this time, but several of us have 
been licensed as life agents, and we 
do write group life in connection with 
our A&S department. Our plans are 
in the embryonic stage, but we are 
contemplating the development of a 
personal lines department to handle 
life insurance and other personal lines 
on a package basis to be financed by 
our own agency with monthly pay- 
ments collected for the package. This 
department is to work in close liaison 
with our mortgage loan department 
and automobile finance department 
when formed. 


So far as larger multiple line agen- 


cies are concerned, all will eventually 
find it necessary to establish a life 
department. The principal reasons, I 
would say, are the public’s demand 
for package policies, installment pay- 
ment of premiums, and the buyer’s 
preference for handling his entire 
insurance account through one agency. 
The agencies’ life departments will, 


of course, have to be equipped to 
handle accident, health, hospitaliza- 
tion, etc. 


Our agency does not operate a life 
department, as such. But we do have 
a cooperative arrangement for the 
handling of life insurance with a top- 
flight life agent, and we have for 
several years been licensed, either as 
agent or broker, for several life com- 
panies. A f2w years ago we attempted 
to establish a life A&S department, 
but the person we employed went sour 
on us. 


ll 


We know that we need these added 
facilities to serve our customers and 
will no doubt provide them as soon as 
we can find the right type of person 
to take charge of this department. 

So far we have not found that the 
absence of a life department has 
caused us to suffer a loss of miscellan- 
eous fire and casualty business, but 
the day is not too far off when that 
is a possibility. 

As to the kind of life company, we 
feel we would want to represent both 
participating and non-participating 
companies and should have brokerage 
connections with other companies so 
that we could offer our customers the 
type or form of policy that best suited 
their needs. 

Frankly we would prefer that at 
least some of our present multiple line 
companies would add life insurance 
and A&sS facilities so that we could 
give them that collateral business to 
offset the unprofitable lines such as 
automobile and compensation. This is 
a factor that would cause us to go 
rather slowly in taking on representa- 
tion of any strictly life companies. We 
feel that many of the larger fire and 

(CONTINUED ON PAGE 21) 























A New Approach 
To Program-Selling 


The 


program-selling. What’s 


he sells them. 


Lincoln National’s Family Security 


Forecaster brings a new approach to 


de- 


more, 


signed as a one-interview programming 
sale, it saves time. With it, the agent 


programs only the cases he sells, after 


Lincoln National’s new Family 
Security Forecaster is another reason 
for our proud claim that LNL is geared 
to help its fieldmen. ) 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Chamber Foresees Fund 
Disclosure Bill As A 


Management Headache 


The final version of the Teller bill 
requiring disclosure of employe wel- 
fare and pension benefit plans opera- 
tions,:as worked out by the Senate- 
House conferees, will present all sorts 
of problems to management in the 
years ahead, according to a _ recent 
bulletin of the U. S. Chamber of Com- 
merce. 

Enforcement of the law is left chief- 
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ly to the employe. He may demand a 
description and the latest annual re- 
port of the plan and, if it is not sup- 
plied, he has the right to court action 
for specified damages. 

The harmful aspect of disclosure, 
the bulletin reported, is that it will 
enable union leaders to dicker over 
the character and purposes of the 
funds at the bargaining table. At the 
same time compliance with the bill 
will provide the unions with a foot in 
the door for obtaining other confi- 
dential information which they have 
long sought for bargaining advantages. 


Insurance And Other 
Fringes Give Worker 
$981 In Hidden Pay 


WASHINGTON—Most employes 
are richer than they think, according 
to a new study of employer-paid ben- 
efits just completed by U.S. Chamber 
of Commerce. The study shows that 
employes are profiting from ever- 
increasing benefits such as insurance, 
pensions, vacations, sick leave, and 
holidays, none of which show up in 
the pay envelope. 





Brokers Are a 
Talking About 


& 


Design tor lomorros 


— because it’s the easiest way to sell life insurance! 


Yes, brokers are talking about Great-West Life’s 5 
a series of important 


changes in premiums, policies and dividends! 


“Design for Tomorrow” .. . 


HERE ARE A FEW THINGS THEY ARE 


TALKING ABOUT: 


i A TRUE Quantity Discount—The premium 
per $1,000 decreases as the amount increases. 








& 


attractive... 


mum still $1,000. 


creased to 3.40%. 


2 THREE SPECIAL Po uiciEs for business and taxa- 


tion fields. 


® Preferred Whole Life Par (minimum $10,000, 


ages 0-70). 


® Special Whole Life Non-Par (minimum 


$10,000, ages 15-70). 


® Maximum Security Par (minimum $10,000, 


And in addition... 


plans. 


® Low-cost Home Security Policy. 





STREAMLINED EstTaTE BUILDER — Great-West’s 
popular Juvenile plan has been made even more 
in addition, a special option for 
girls makes the policy Two-Plans-in-One—mini- 


INCREASED DivipENps—For the fourth time in 
five years your Great-West participating policy- 
holders benefit in this vital area... 
rate on dividend accumulations has been in- 


® Completely new series of Retirement Income 





- 


and interest 





ages 15-70; special dividend option on mini- 

mum of $25,000). High, early cash values! 
Rates on all three reduced even further by Quantity 
Discount factor. 


REDUCED RaTES FOR WoMEN—Preferential 
rates on two special par plans—same high 
cash value and dividends as paid to men! 


4 Term Rates further improved by Quantity 
Discount. 


THE 


® Home Security Riders to combine with any 
permanent plan—10, 15, 20, 25 years. 


® Autopay—A real sales clincher—monthly prem- 
iums are automatically deducted from regular 
bank account—the greater savings are passed 
along in a reduced premium. 


“Design for Tomorrow”—The modern way to sell 
life insurance. 


For full details write or call us today! 


Great-Wesr Lire 


ASSURANCE 


WINNIPEG, CANADA 


HEAD OFFICE - 


COMPANY 
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The study is based on a survey 
1,020 firms and discloses tha in 19; 
benefits averaged $981 per full tin, 


Septemb 


John H 
BM El 


employe, an increase of $162 gj 
1955, the date of a previous curves To Spe 
The $981 included $310 for agree) An In! 
upon programs of pensions and ingy. puters, tk 
ance, $311 for vacations and holiday, calculator 
$170 for legally required program: district 
like social security and unemploymey Hancock 
and workmen’s compensation, $104 te preparing 
rest periods and $86 for other benef, | ™ UE 
Of the reporting companies, jj mt ©° 
had submitted data in each of the sigf @lecttom* 
biennial surveys conducted by th: ing, subt 
chamber since 1947. Fringe benefit ing-off a 
paid by this group of companies totalg pgs 
ati 


$1,150 per employe in 1957, or 97f ™ 
“FE from a co 


times the $420 paid in 1947. 


Service 
Fringe Payments Varied will be 
The fringe payments varied widely} agents fo 
among the reporting companies, rang.} based on 
ing from less than 6% to more thay} 000 or me 
60% of payroll. The average paymen 
in 1957 was 21.8% of payroll or 474 C 
cents per payroll hour. Boost * 
Other facts brought out by the study} ST. LC 
—Industry payments ranged from plan as 0 
13.4% of payroll for hotels to 31.7%} to 14%. I 
for banks, finance and trust companies | changed. 
In some cases this variation simply | ———— 


means that both employes and employ. 
er prefer that income be reflecte 
chiefly in the pay envelope. 

—Payments were highest in the 
northeast, north central, the west. 
ern and southeastern areas of the 
country. 

—tLarger firms tend to pay highe 
fringe benefits, but the correlation 
between size of firm and amount o 
fringe payments is far from perfect. 

—Pension payments were reported 
by 81% of the companies, with pay. 
ments averaging 5.1% of payroll 
Employe insurance programs were re. 
ported by 97%, with payments averag. 
ing 2.3% of payroll. 

Dr. Emerson P. Schmidt, director 
of the chamber’s economic research 
department, which made the survey, 
pointed out that weekly wages and 
hourly rates are no longer accurate 
measures of either worker income o 
the labor costs of doing business, 

“During recent years,” he said, 
“pensions, insurance plans and a hos 
of other benefits have substantially 
increased both the well-being of 
employes and costs to employers.” 


The S. J. Fisher Jr. Agency of Sx 
Antonio was the top producer of paii 
life volume for General American Life 
in July. 








MANAGEMENT | 
“ CONSULTANTS | 








O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 


— 
SSS 


BOWLES, ANDREWS & TOWNE. le. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 




















— 


- CONSULTANTS J 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGEAASSOCIATE 
ONE NORTH LASALLE ST. 








521 FIFTH AVENUE 


CHICAGO 2, ILLINOIS NEW YORK 17,NJ 
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John Hancock Installs 
[BM Electronic Calculator 
To Speed Proposal Service 


An innovation*in electronic com- 
puters, the IBM 632 electronic typing 
calculator, has been installed in the 
jistrict agency department of John 
Hancock to facilitate operations in the 
reparing of proposals for prospects. 
The IBM 632 is a typing instru- 
ment combined with a_ high-speed 
electronic computer capable of add- 
ing, subtracting, multiplying, round- 
ing-off and holding “in memory” for 
later processing all numerical infor- 
mation introduced into the calculator 
from a companion keyboard. 

Services of the typing calculator 
will be available to John Hancock 
agents for any type of individual case 
based on a plan where a sale of $25,- 
000 or more is anticipated. 


Boost St. Louis Blue Rates 

st. LOUIS—St. Louis Blue Cross 
plan as of Dec. 31 will increase rates 
to 14%. Blue Shield rates will be un- 


changed. 
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Ham And Eggs Or Beans For | 
Membership Chairmen At | 
NALU Convention Breakfast 


A “chuck wagon” breakfast for | 
membership chairmen will be a fea- | 
ture of the annual convention of Na- 
tional Assn. of Life Underwriters at 
Dallas, Sept. 7-12. Chairmen who have 
reached their quotas will be served 
liberal portions of ham and eggs; 
those who failed to meet quotas will | 
have to be satisfied with beans. 

The breakfast will be at the Republic 
National Life cafeteria on Sept. 9. 

Quotas were worked out last fall | 
by William E. North, New York Life, | 
Evanston, IIl., national membership 
committee chairman, and Ann Bicker- 
ton, director of field services. On the 
June 30 deadline, 218 local associa- 
tions had reached their quotas and 500 
had not. 


Mich. Life Keeps On Growing | 
Michigan Life reports insurance in | 
force up by $47 million to $306,371,- | 


000, compared to $259,198,000 last | 
year at this time. Assets were $17,- | 


131,000 as of the end of June. 








Here’s what 
The Guarantee’s famous 5 Stars mean to 


agency 
builders! 


The Guarantee is growing nearly twice as fast as the average of all 
companies in this field. 1957 sales gained 200% faster than the national 
average rate of increase. The Guarantee had 50% more million-dollar-plus 
agencies in 1957 than in 1956—an increase of ten! Of course, insurance 
business is good... but it’s better with The Guarantee! 1958 sales are 


booming too! 

































Here is our guide to lifetime security and greater earnings for 
agencies and agents: 


1. 


COMPLETE LINE OF COMPETITIVE INSURANCE TO SELL— 


Life, Sickness, Accident and Hospitalization. 


TWO PERSONALLY TAILORED FINANCING PLANS 
to help recruit and start aggressive agents. 


+ NEW CONTRACT — LIBERAL FIRST-YEAR COMMISSIONS 


plus vested renewals and added awards for production, persistency, and length of 


service. 


» EXCELLENT PENSION PROGRAM FOR GUARANTEE AGENTS 


to help agents plan for and enjoy later years with the same security they are selling to 


our policyholders. 


» AGENCY-MINDED HOME OFFICE SUPPORT 


including outstanding field training programs and attractive sales packages that make 


closing sales easier. 


ACT NOW! For more details about these and other 
advantages offered by The Guarantee, write directly to: 


J. D. ANDERSON 
Agency Vice President 
8721 Indian Hills Drive 
Omaha 14, Nebraska 


Ralph E. Kiplinger, President 


| 
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Guarantee 


MUTUAL LIFE COMPANY 


OMAHA 14, NEBRASKA 
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You get more sales yardage under the new aggressive 
Shenandoah Field Sales Plan. 


Designed especially for the man in the field 
— backed with a continuous sales training program — 
excellent promotion and direct mail aids — plus quick 
and understanding service from the home office. 


It’s a professional plan for men with a keen desire 
to excel — for men who want to reach their goals easier 
and faster. 


Check with us for details —and go pro with Shenandoah. 
For full information, write: 


G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


Shenandoah Life 
Snourance Company 


Home Office ¢ Roanoke, Va. 





A Mutual Life Insurance Company Owned By And Operated For Its Policyholders 
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Pacific Mutual Builds 
Impregnable Vault 


Construction of a new “maximum 
security” vault that is one of the safest 
in the nation has just been completed 


for Pacific Mutual Life at its Los 
Angeles home office. 

The massive steel and _ concrete 
chamber which will care for some 


$200 million worth of securities along 
with company records of prime impor- 
tance. is located in the lowest base- 
ment of the 12-story Pacific Mutual 
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Building. According to its designers 
it could be covered with water for six 
months and never leak a drop. Fire 
cannot penetrate nor even appreci- 
ably heat its interior. Placed at the 
center of the greatest earthquake ever 
recorded, it would remain intact with 
its contents practically undisturbed. 
Even a hit from a nuclear bomb would 
not entirely wreck it. 

The door to the vault consists of 26 
tons of solid steel, more than two feet 
thick. Surrounding the vault are walls 
nearly three feet thick made of high 


density concrete reinforced with steel 
bars. Within this are structural steel 
I-beams spaced closely together. In- 
side this is an inch and half of solid 
steel plate. Builders of the vault rate 
it as impregnable as any ever con- 
structed. 

Indianapolis Life registered a rec- 
ord-breaking month of July with paid 
volume for the month 19% ahead of 
July of last year. Volume for the first 
seven months of 1958 was 14% ahead 
of a comparable period of 1957. 





General 
American 
Life ) 


Newsweek 


The Keeper of the Keys message 
—presented to 1,150,000 
readers of Newsweek .. . plus 
hundreds of thousands of others, 
through reprints sent them by 
General American Life agents— 
tells just part of the story of 
salable Economaster. 


Economaster now features 
¢ NEW Improved dividend scale 


¢ NEW Return of Premium 
Benefits 

¢ NEW Dividend option for 
purchasing term insurance, 
increasing with cash value— 
a boon in Split-Dollar and 
Funded Plan presentations 


National advertising and free 
reprints—and competitive products 
like Economaster—represent 
just two of the many advantages 
to General American Life 
representatives under a Lifetime 
Security Franchise. 


For details write: 
Frank Vesser, Vice President 
General American Life 
Insurance Company 
St. Louis, Missouri 
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benefit plans. 


available at low net cost. 


is worth investigating. 


re 


GENERAL AMERICAN LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


ECONOMASTER 


A good record of continuous service from key personnel 
often can be traced to management’s enlightened 
program for the future financial security of its key men. 
Such a program frequently includes a degree of 
financial security unattainable through the average 
man’s personal insurance program, or company-wide 


Many companies help provide this security through 
ECONOMASTER by General American Life. 


Because this is a preferred risk policy issued in 
minimum amounts of $15,000, substantial coverage is 


If you are considering ways of making your key personnel 
more secure in their positions, ECONOMASTER 





keeper of 
the keys 


helps retain 


key personnel 
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Insurance Teachers Ox 


Institutional Members 
To further its membership dri, 
which has brought in over 200 ney 

individual members so far in 1958 
American Assn. of University Teagh, 
ers of Insurance has voted to establig 
a new, “institutional membershiy 
class. Under the plan, insurance in. 
stitutions will be invited to join the 
association at a $50 membership fee 

Invitations for such membership, 
will be issued throughout the remaip. 
der of 1958, to become effective as of 

1959. Institutions joining during 19% 
will be put on the mailing list of th, Hancock — 
association’s Journal of Insurance xf cial fundi 
once even though membership is no f life comP 
effective until 1959. of such ¢ 

Kenneth W. Herrick, Texas Chris. f count for 
tian University, reported the large} such cont! 
gain in membership for the year to | of such ac 
date has been in associate members | The CO 
the association having virtually ge. | without Tr 
hausted the “market” for active mem. } the other, 
bers. Only individuals teaching colleg: } ilar to the 
credit courses in insurance are eligible | the New 4 
for active membership, but associate } achusetts 
membership is open to anyone having variable 
an interest in any phase of insurance } considerat 
education. Member 
senting lif 
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U. S. Chamber Insurance 
Committee Appointed 


Eleven executives of the life indus. 
try have been appointed to the insur. 
ance committee of the U.S. Chamber 
of Commerce. 

New members of the committee are 
Guilford Dudley Jr., president of Life 
& Casualty; Mearl F. Ryan, president 
of Old Line Life; J. Henry Smith, vice. 
president of Equitable Society, and 
Sidney W. Souers, president and chair- 
man of General American Life. 

Reappointed to the committee are 
Murray A. Baldwin, vice-president of 
American Life & Casualty; Millard A 
Bartels, vice-president and _=§ general 
counsel of Travelers; Edwin J. Faulk- 
ner, president of Woodmen Accident 
& Life; Howard M. Lundgren, presi- 
dent of Woodmen of the World of Oma- 
ha; H. Bruce Palmer, president of 
Mutual Benefit Life; C.’‘Carney Smith, 
general agent of Mutual Benefit Life, 
Washington, D.C., and Charles J. Zim- 
merman, president of Connecticut Mu- 
tual Life. 


Equitable Society Closes 
On $50 Million Mortgage 


Equitable Society marked the begin- 
ning of its centennial year with 4 
mortgage closing on the largest finan- 
cing ever completed on an individual 
parcel of real estate. Equitable wil 
take the entire $50 million mortgage 
bond issue on the new Time & Life 
building, a 48-story skyscraper going 
up in midtown New York. 

Present at the closing were Glem 
McHugh, vice-president, and Ogden 
Johnson, 2nd vice-president, both at 
Equitable Society; G. S. Eyssell, presi- 
dent of Rockefeller Center Inc., ani 
Weston C. Pullen Jr., vice-president 
of Time Inc. 
















Keller Heads Swiss Re 


Swiss Re has advanced P. Keller 
from deputy chairman to chairman ‘0 
succeed E. Hurlimann, who has Te 
tired. Mr. Hurlimann was with the 
company 54 years, as chairman sin 
1942. He will continue as _honoraly 
chairman, a director and consultant. | 

M. Eisenring, manager of the 
department, has been advanced to sé 
eral manager. 


ase aaa 
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's OK |Massachusetts Study 
Proposes Variable 
‘2? 2«}Pensions, Annuities 


Guaranteed pensions for retired 
establig, f employes that could be adjusted to 
nbershipy f higher living costs, coupled with the 
‘ance jp. f possibility of lower pension costs for 
join thf employers, would be provided in life 
‘Ship fe. J insurance legislation proposed _by a 
nbership, legislative study commission in its re- 
"port to the Massachusetts legislature. 


- remain. mes 
ive as of The study commission report cov- 
‘ing 1954 ered a recent proposal offered by John 


st of thepHancock which would authorize spe- 
rance xf cial funding of pension plans through 
P is no plife companies permitting assignment 
of such contracts to a separate ac- 
S Chris. pcount for the purpose of allocating to 
> larges such contracts the investment returns 
year to | of such accounts. 
nembers | The commission also reported out, 
ally ex. | without recommendation one way or 
7e mem. | the other, a variable annuity bill sim- 
E college } ilar to that proposed by Prudential to 
- eligible | the New Jersey legislature. The Mass- 
Associate | achusetts commission thus made the 
> having } variable annuity bill available for 
surance | consideration by the legislature. 
Members of the commission repre- 
senting life companies are John Bark- 
a Jr. vice-president and_ general 
ce counsel of New England Life; Orville 
F. Grahame, vice-president and gen- 
, eral counsel of Paul Revere Life, and 
> Indus- Fyictor A. Lutnicki, vice-president of 
© Ansur- F John Hancock. 
‘hamber Other members of the commission 
are Senators Silvio O. Conte, chair- 
ttee até man, William D. Fleming and Repre- 
of Life } sentatives Joseph F. McEvoy Jr., John 
resident fp. Buckley and Ralph W. Cartwright 
h, vice- Jr. 
'y, and} Mr. Grahame filed a supplemental 
1 chair- fF tatement concurring with the com- 
mission’s action, but urged that indi- 
tee are Pvidual variable annuities be made 
dent of Pavailable at once during an experi- 
lard A Pmental period by specially appointed 
general f variable annuity companies. 
Faulk- He said, “It must be appreciated 
ccident Fthat the variable annuity is not a 
, Presi Ftheory but a fact. Several companies 
f Omé- Fat the present time are selling a form 
lent of fof variable annuity in at least six 
Smith, [jurisdictions, namely, Arkansas, Dis- 
it Lif Firict of Columbia, Kentucky, New 
J. Zim- York, North Dakota and West Virgin- 
ut Mu- fia, In addition, it is reported that 
Wisconsin has made some such pro- 
vision in its public pension system.” 
25 Equity Investments Available 
je Mr. Grahame also added, “It is also 
_ fa fact and not a theory that an in- 
begin: fdividual can purchase equity invest- 
with @ fments and we know this from our 
finan- substantial mutual funds here in 
ividual Massachusetts. This raises the prac- 
le will [tical question of whether there is any 
rtgagt freal need for the individual variable 
& Life fannuity.” 
| going _Mr. Grahame said he felt that the 
indiscriminate sale of individual vari- 
Glemt fable annuities might possibly pose a 
Ogden foroblem of public misunderstanding 
oth of Fit such policies were to be sold by 
presi Flife agents. He urged that experi- 
Me: and ments being conducted by companies 
esident fin the District of Columbia be per- 
mitted in Massachusetts by a limited 
number of select variable annuity 
Ompanies to be authorized in Massa- 
husetts. He did not foreclose the pos- 
sibility of life companies owning 
ariable annuity subsidiaries. In this 
onnection he closely followed the 
1955 majority report of National Assn. 
p, msurance Commissioners commit- 
Mr. Grahame set forth the 12 safe- 
suards established by the NAIC com- 
en: puttee and said that the provisions 
‘ the Massachusetts variable annuity 



























CIT Financial Corp. 
Buys North Amer. 
Accident Of Chicago 


Announcement was made last week 
of the purchase by CIT Financial Corp. 
of North American Accident of Chic- 
ago. The price was $14% million for 
all the stock. 

North American Accident will join 
the CIT group of insurers which is 
comprised of Patriot Life, Service Fire 
and Service Casualty. Charles W. Dow, 
chairman of the CIT finance commit- 
tee and former president of Equitable 
Society, will become chairman of 
North American Accident. Headquar- 
ters of the company will remain in 
Chicago. 

The Chicago Tribune, reporting the 
purchase, said the stock was bought 
from Nationwide Corp., the holding 
company owned by Nationwide Mu- 
tual, and “a group of Chicago business 
men.” Nationwide has held about 33% 
of North American Accident stock in 
a purchase reportedly from the estate 
of Marshall Field. The sale was nego- 
tiated by Raymond T. Smith of Chi- 
cago and J. C. Bradford of Nashville, 
president and secretary-treasurer, re- 
spectively, of Life Insurance Investors. 

There is no president of North 
American Accident. The position of 
chairman chief executive officer had 
been held by Jacob L. Fox, who died 
in August. He was the attorney for 
the late A. E. Forrest, former president 
and owner of the majority stock. 

North American Accident has assets 
of about $40 million and has about 
$150 million of life insurance in force. 
It does a substantial A&S business. 





bill substantially meet the NAIC re- 
quirements with the exception of the 
provision for a subsidiary. He said, 
“The bill specifically proposes that 
life insurance agents must be specially 
licensed to sell variable annuities and 
this should help protect the public 
from indiscriminate solicitation.” 

The commission also kept under 
study the question of multiple line 
insurance. This proposal would per- 
mit life companies to go into the life 
and casualty business. The commis- 
sion reported indications were “that 
the holders of divergent views on the 
merits of this bill are approaching a 
compromise.” : 
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CAL-WESTERN LIFE 


is known as a 








Financial Security 


A Cal-Western Life agent receives FREE group life, and 
hospitalization insurance for himself and his entire family 

. and an attractive, company-sponsored income plan 
makes happy retirement a sure thing! It’s the same finan- 
cial security a Cal-Western Life agent sells! 


California-Western States Life 
Insurance Company - 


Home Office: Sacramento 








For Modern Americans 


IT’S MODERN 





tomorrow’s needs. 





LIFE INSURANCE 


Modern Americans seek that assurance which comes from proper budgeting of today’s dollars to meet 
In inoreasing numbers, they are using the medium of life insurance to assure their 
continued enjoyment of the better way of living. Throughout its 75-year history, Modern Woodmen has 
kept abreast of the constantly changing needs and desires of the insuring public. 
dreds of thousands of Americans have safeguarded their future financial security through the benefits 
provided by Modern Woodmen life insurance. 


For Modern Life Insurance 





That is why hun- 
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$620,000,000 LIFE INSURANCE IN FORCE 





ASSETS EXCEED $205,000,000 


MODERN WOODMEN of America 


It’s MODERN WOODMEN 


$835,000,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 


HOME OFFICE — ROCK ISLAND, ILLINOIS 














Fditorial Comment 


Needler Gives Business Shot In Arm 


The advertising business, favorite 
target for needlers, gets plenty of pain- 
ful jabs in the current best seller, 
Parkinson’s Law. One thrust might 
penetrate hides in any business: “If 
an advertising agency has a commit- 
tee meeting to consider the expendi- 
ture of $3 million, the meeting will 
probably be over in 10 minutes,” the 
author states. “If this same commit- 
tee meets to consider the expenditure 
of $100,000, that’s a different matter. 

“People who can’t conceive of money 
in the millions do have some slight 
notion of $100,000, and so this meeting 
will possibly take 45 minutes. But just 
call the committee together to mull 
over the cost, say, of supplying morn- 
ing coffee to the office, an outlay of 
possibly $50 to $75—this session can 
go on for two or three hours of raging 
discussion.” 


The author, an expert tongue in 
cheek man, also maintains that in any 
organization the number of subordi- 
nates multiplies at a pre-determinable 
annual rate, regardless of the amount 
of work that the staff actually turns 
out. These increases in the number of 
subordinates take place annually even 
when the work output decreases. The 
reason is that officials are looking for 
subordinates, not rivals, and because 
officials make work for each other. 

This book is a best seller because it 
supplies the scarcest commodity of the 
moment—laughter. But it also puts a 
merciless light on the temptation of 
any expense conscious business to con- 
centrate on trivia. Then it sounds a 
clarion for officialdom to get to work. 
Perhaps Parkinson’s Law should be 
adopted without delay—John N. Cos- 
grove. 


Rate Differential For Non-Smokers 


The recent revelation by the Veter- 
ans Administration of evidence con- 
firming the direct connection of heavy 
smoking of cigarettes with lung cancer 
and other serious diseases should cer- 
tainly stimulate some progressive life 
company to offer special rate induce- 
ments to non-smokers insured for life 
insurance, A&S or both. 

Actually, the VA findings only 
double-clinched what was. already 
abundantly clear from earlier research 
to anyone not biased as either a 
smoker or a purveyor. 

The prejudiced hysterical counter- 
attack of the tobacco industry has 
reached such heights of silliness that 
even the most thoroughly “hooked” 
cigarette smoker must recognize this 
propaganda for what it is: a last-ditch 
effort to protect a highly profitable 
business. Soon we will doubtless be 
hearing that not smoking cigarettes is 
un-American and communistic. 

By giving rate or dividend recogni- 
tion to the substantially greater lon- 
gevity of non-smokers the life insur- 
ance business can attract a highly 
desirable type of risks with a promo- 
tional device that should have 
considerable potency. Perhaps even 
more important, a company that offers 
a lower rate or a higher dividend to 
non-smokers calls attention in a very 
conspicuous way to the dangers of 
smoking. 

If anyone doubts the influence of 
the insurance companies in this re- 
spect, let him remember the effect that 
life companies’ gradual removing of 
ratings on scheduled airline flying and 
many other forms of aviation has had 
on the public’s attitude toward the 
safety of air travel. 

If people respect any one aspect of 
insurance, it is the accuracy of risk 
appraisal. The effect of a rate or 
dividend differential, either in favor 
or non-smokers or as a penalty against 
heavy smokers, would not only assess 
insurance costs more equitably than 
under the present system but would 
drive home the fact that the companies 


that bet on how long you’ll live think 
there is a material difference between 
the life expectancy of smokers and 
non-smokers. 

Lung cancer, of course, is the most 
spectacular form of disease attributed 
to heavy smoking but it should not be 
thought of as the only one. Many 
other serious ailments are aggravated 
by cigarette smoking, even though 
perhaps not actually caused by it. 

Perhaps some insurer already has 
a rate or dividend credit plan in the 
works or has even introduced it with 
so little fanfare as to attract no atten- 
tion. But a plan won’t operate effec- 
tively without clever and aggressive 
promotion. The company that does a 
good job of pioneering in this field 
stands to sell a lot of business and do 
much to lengthen the life spans of 
millions of citizens.—R.B.M. 





Personals 


Robert B. Mitchell, executive editor 
of THE NATIONAL UNDERWRITER, became 
a grandfather last week with the birth 
of a boy, William Robert, to his daugh- 
ter, Anne, at Cleveland. The parents 
are Mr. and Mrs. Richard Cobb. 


H. P. Skoglund, president of North 
American L.&C., has been named 
chairman of the board of regents of 
St. Olaf College, Northfield, Minn. 


Deaths 


B. GWYNNE HUNTINGTON, 79, 
former chairman of Midland Mutual 
Life, died in Columbus, O. At the time 
of his death, he was a director and 
chairman of the investment committee. 
Closely identified with Midland Mutual 
since its founding, he was among the 
original stockholders and a brother of 
F. R. Huntington, a founder of the 
company. Upon the latter’s death in 
1928, Mr. Huntington was elected a 
director and treasurer. In 1934 he 
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became chairman and served in that 
capacity until 1954 when he became 
chairman of the investment committee. 
He was also chairman of Huntington 
National Bank of Columbus. 


EUGENE A. GILFILLIN, 83, direc- 
tor of Liberty Life, died at Greenville, 
S.C., following an illness of three 
weeks. He was a partner in the gen- 
eral insurance agency of Gilfillin & 
Houston at the time of his death. 


WILLIAM W. SAPP, 63, assistant 
manager of Metropolitan Life at Tal- 
lahassee, died, apparently from a heart 
attack. 


MILTON A. BACKLUND, 57, presi- 
dent of Commercial & Industrial Life 
of Houston, died there. He had been 
in ill health for two years. He came 
to Houston in 1926 as insurance ad- 
viser to the late Jesse H. Jones, founder 
of the company. 





Life of Georgia Ordinary 


Rates Quantity Discounted 


Life of Georgia has inagurated a 
quantity discount rate system for or- 
dinary policies of $5,000 and above. 

The rates for most policies are 
grouped in four bands: basic, $2,000 to 
$4,999; select, $5,000 to $9,999; prefer- 
red, $10,000 to $24,999, and executive, 
$25,000 and up. 

The discount from the basic annual 
premium rate per $1,000 is $2 for the 
select band, $2.75 for preferred and $3 
for executive. Comparable discounts 
are also given on premiums payable 
semi-annually, quarterly and monthly. 

Term policies, issued only for $5,000 
and up, are discounted from the select 
band at 75 cents per $1,000 for pre- 
ferred and $1 for executive. 


New Knight Agency Branch 


The Charles B. Knight Agency Inc., 
general agent of Union Central Life 
at New York, has opened a suburban 
branch office at Westport, Conn., with 
Michael D. Faigin as manager. He has 
been in the life field for five years 
and during the year he has been with 
the agency, has been a million dollar 
producer. 

Earlier this year, the agency opened 
a branch in Garden City, N. Y., with 
S. M. Tietelbaum as manager. Stanlev 
Wasserstein was appointed assistant 
manager on Aug. 1. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, September 2, 1958 


































Bid Asked 
Aetna Life 202 206 
Beneficial Standard... 1512 1642 
Business Men’s Assurance 78 81 
Cal.-Western States ........... 96 
Columbian National ....... 104 
Commonwealth Life ... 2434 
Connecticut General ... 308 
Continental Assurance 140 
IRIE TAD: ccscssseesccsssence 68 
Great Southern Life .............0 Bid 
Gulf Life l 25142 
Jefferson Standard ou... eee 82 84 
Kansas City Life ........ 1430 1450 
Liberty National Life 37 39 
Life & Casualty ............ 22 23 
Life of Virginia ........ 10612 108% 
Lincoln National Life 199 202 
National L. & A... 93 95 
North American, Ill. 17% 18% 
N. W. National Life .... 83 87 
Ohio State Life ... 290 Bid 
Old Line Life ...... 46 Bid 
Republic Natl. Life .. 57 59 
Southland Life .... 94 98 
Southwestern Life ...... cae 120 
Travelers 8212 8312 
United, Ill. 38 40 
U. S. Life 41 43 
Wisconsin National Life ................ 65 67 
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THE REINS CHANGE—J. Harry Wood, LIAMA’s new managing director, 
right, poses with the man he succeeds, Frederic M. Peirce, who becomes presi- 
dent of General American Life. Mr. Wood, a former LIAMA consultant and 
director of schools, recently has been professor of finance at Miami university 
and editor of the CLU Journal. 


Gls Can Lose Or 
Gain By Waiver 


An estimated 200,000 servicemen 
who have GI insurance policies under 
in-service waiver of premium pay- 
ments might—in the event of death— 
cause their survivors to receive re- 
duced benefits payments, according to 
the Veterans Administration. 

On the other hand, the VA added, 
in some cases an in-service waiver 
might actually increase the VA bene- 
fits survivors would receive. 

The VA says the generally higher 
death payments authorized last year 
by the survivor benefits act do not 
apply to the survivors of those who 
die while their GI insurance policies 
are under in-service waiver of pre- 
mium payments. 

However, such survivors may be 
. on eligible for the old and generally les- 
 Gessing, | SCT AMounts of death compensation 
jan. payments. 

“Generally higher” or “generally 
lesser” do not mean “always,” the VA 
cautioned. 

Several factors determine which is 
the greater benefit, the agency said: 
These include the serviceman’s num- 
ber and kind of dependents, and his 
basic monthly pay. 

Not affected by an in-service waiver 
1s the payment of the GI policy pro- 
ceeds to the designated beneficiary or 
beneficiaries, the VA pointed out. 

Servicemen whose policies are still 
under in-service waiver should deter- 
mine whether—in event of death—the 
Walver’s existence would be in the 
best interests of their survivors. If 
not, they should cancel the waiver and 
Tesume full payment of premiums, VA 





Programs For Two 
ALC Sections Given 


Speakers for the legal and combin- 
ation companies sections of American 
Life Convention annual meeting Oct. 
6-10, at Chicago have been announced. 

Addressing the legal section will be: 
Arthur C. Rooney, North American 
Life of Chicago, “Considerations in the 
Defense of Life Insurance Cases;” John 
W. Gillon, Liberty National Life, “In- 
surable’ Interest and Tort Actions;” D. 
P. Cavenaugh, Aetna Life, “Restric- 
tions Affecting Insurance Company 
Pay Practices;’” C. Clark Bryan, as- 
sistant general counsel of ALC, “Re- 
view of Life Insurance Litigation— 
1957-58; Dwight Brooke and Harold 
Allen of Bankers Life of Iowa, “Func- 
tions of and Coordination Between Ac- 
tuarial and Law  Departments;” 
Churchill Rodgers, Metropolitan Life, 
“Eminent Domain and Life Company 
Investments.” 


Dechert Is Luncheon Speaker 
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‘orthwest- 
1 2-54l1. 
Manage. Luncheon speaker Tuesday noon 
will be Robert Dechert, general coun- 
sel of the Department of Defense, who 
will give his experiences as a general 
counsel of the department of defense. 
Ralph H. Kastner, general counsel of 
ALC, will give the annual review of 
life insurance legislation Tuesday aft- 
ernoon. 

Activities of the combination com- 
panies section will be limited to a 
luncheon meeting, Wednesday, Oct. 8. 
Frank B. Maher, vice-president of 
John Hancock, will be speaker. 

Dudley Porter Jr., Provident L.&A., 
is chairman of the legal section, and 
é Rufus E. Fort Jr., vice-president of 
advised. National L.&A., is chairman of the 
Complete information is available combination companies section. 
from persona! affairs and insurance a 
offices in the services, or at any VA Provident Mutual Life is now li- 
office. censed in Oklahoma. 


john St, 
8. J.T 
New York 
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YOU Can Start a Chain Reaction of Sales. . . 


by Joining the March to N.A.A.1.C.* 
Your future with this company can grow. . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and AcH! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 





There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions... 
Level A&H Renewals 
@ No Branch Offices 
To Compete With You 
@ Concrete Assistance — gets you 
off to the right start with hard- 


hitting sales aids and promotional 
materials. 


@ Extra Incentives to supplement 
your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 


S. Robert Rauwolf, Vice President, Dept. J 


Ziv 


rouxoeo vee MARU American Accident Insurance Company 


- Licensed to operate in the 48 states and the District of Columbia 
LIFE « ACCIDENT» HEALTH 
209 SOUTH LA SALLE STREET « CHICAGO 4, ILLINOIS 


*The familiar abbreviation for the North 
American Accident Insurance Company— 
‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 











IF ITS PERFORMANCE YOU WANT... 


You expect top performance when you attend 
a concert. You want top performance when you buy 
a new car. 

Why should it be different when you purchase 
an insurance policy. Federal Life assures policy- 
holders of top performance, not only on their policy 
but from their dependable Federal Life Agent. Fed- 
eral Life Agents render top performance because of 
the efficient, up-to-date methods used in their new 
home office. 

If you want top performance from an insur- 
ance policy or from Home Office—Federal Life is 
the company for you to contact. 





FEDERAL LIFE 


EN ESTOTS 7:Ny Cod —aroze] Tar W Bf 


6100 North Cicero Avenue, Chicago, Illinois 
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COMPANY CHANGES 


State Mutual Life 


Dr. Martin A. Compton, who retired 
in July as a colonel in the army medi- 
cal corps after 20 years’ service, has 
been appointed assistant medical di- 
rector. He was assistant chief of the 
tuberculosis treatment section of the 
Fitzsimmons army hospital in Denver 
from 1956 until his retirement. From 
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1951 to 1954 he was chief of medicine 
at the U.S. army hospital in Nurnberg, 
Germany. He received his medical 
degree from Washington University in 
1937. 

Stanley L. Olds has been appointed 
assistant actuary of the group division 
and John Macarchuk has been named 
assistant actuary. Mr. Olds was with 
Penn Mutual Life from 1948 until 1952, 
when he became actuary of the Oregon 
department. He joined the group divi- 
sion of State Mutual as an actuarial 
analyst in 1957. Mr. Macarchuk has 
been manager of the mathematical 


department since 1956. He joined State 
Mutual in 1947. 


United Benefit Life 

Donald F. Evans has been named 
associate general counsel. He has been 
with the company more than 10 years, 
chiefly in the legal department. 


American Savings Life 

William E. Everitt has been appoint- 
ed superintendent of agencies of 
American Life Savings of Miami. He 
has been in the life insurance busi- 





Introducing National Life’s 
New Executive 95 Series 





Dividend 


net level 











A FLEXIBLE PLAN FOR BUSINESS INSURANCE 


Minimum Issue $15,000 
Issue Ages 20-70 


Policy Loans Available at Issue 


Option Available 


High Early Cash Values (equal to full 


premium reserve) 


Endowment at 95, Premiums Payable 
to Age 65 or 10 Years if Greater 


Split Dollar Plans 
Bank Loan Plans 


Father-Son Contracts 


IDEAL FOR 












































$100,000 Executive 95 
Age 35 Annual Gross Premium $2903.00 
End of Annual Net sn Pl d Annual Net 
sah " . 
Year Dividend Deposit Cash Value Cash Value Cost or Profit 
1 $ 250 $ 2653 $ 2000 $ 2000 $ 653 
5 497 2406 2200 10400 206 
10 818 2085 2400 21700 $ 315 
15 1034 1869 2500 33700 631 
DIVIDEND OPTION 20 1181 1722 2600 46600 878 
Under National Life’s Dividend Option, 
funds may be withdrawn from dividend In 20 Years At Age 65 
deposits in amounts sufficient to pur- Guaranteed Cash Value $ 46,600 $ 76,300 
chase one-year term insurance equal to * os 4 : 
the current cash value, thus maintain- Accumulated Dividends* 20,446 43,384 
ing death benefit at full face amount. Total Cash Available . 67,046 119,684 
‘ Total Annual Premiums Paid 58,060 87,090 
Cost of $1000 one-year term insur- Net Profit 8 986 32.594 
ance used in Dividend Option to in- . 4 
sure cash value: ** Guaranteed Monthly Income for 10 Years from Cash Value $ 700 
Age Cost Guaranteed Monthly income for 10 Years from Accumulated Dividends* 398 
25 $ 1.82 Total Monthly Income for 10 Years 1,098 
35 2.01 *Dividend figures used are neither guarantees nor estimates, but are for illustrative purposes only and are subject 
45 4.24 to increase or decrease. : 
55 9.65 **These figures are based on current cost for one-year Term Insurance purchased from dividend deposits. These 
costs are not guaranteed but are illustrative only. 











National Life 


ae” 
NIUVANCE om pfrany 


Founded 1850, Purely Mutual 


of Vermont 
Montpelier 








September 6, |g ptemb 


ness since 1951 with Travelers 
with Reserve Life of Dallas ang as 
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Connecticut Mutual Life 


Four assistant secretaries have },.f Alwy? | 
named: peen advé 

Martin T. Alvord joined the apport, Ia., 
counting department in 1920 ang y 
appointed supervisor of accounts ; 
1952. 

Carleton T. Hazen has been ip 4 
actuarial department since 1943 oie 
became actuarial assistant in 1949 yp | 
1952 he was appointed actuarial supe, 
visor. 

Albert J. Nichols, who has beep ; 
the actuarial department since 1943 
was named administrative assists 
in 1949. He was appointed act a 
supervisor in 1952. 

Earl M. Smith joined the actuary! 


department in 1921, was named q.’ me 
ministrative assistant in 1949 ay phoenix | 
actuarial supervisor in 1952. Bhad supe 

° ‘ ‘cies at K 
Equitable Society homa Cit 


company 
Morrissey 
ager at D 
full time 
Fisher j 
Angeles 

been fiel 
San Frar 
Parks W 
another ¢ 
sales. 


Robert F. Link, former  assistay 
actuary, has been appointed ASSOCiat 
actuary of the group annuity burey 
He has been with Equtiable for t 
years. 


National Life & Accident 


Clint E. Edwards, formerly Manager 
of the actuarial general division, Ry 
land R. Strickert, formerly Manage! 
of the actuarial statistical division, an; 
William C. Pinder Jr., formerly map 
ager of the actuarial research division 
have been advanced to assistant ac 
uaries. 

In 1951 Mr. Edwards joined the con. 
pany as an actuarial assistant, as di 
Mr. Strickert in 1952 after two year 
of teaching mathematics and astro. 
omy at University of Iowa. Mr. Pinde 
joined National L.&A. in 1951, afte 
serving as statistician at Tennesse: 
Eastman Corp. in Kingsport. 
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Jefferson National 

Paul A. Bennett is the new supe- 
visor of the group department at Je 
ferson National. Ary V. Infante ha 
been named field supervisor in th ; 
agency department. 


Equitable Of lowa 

Edward W. Leon is now field trait 
ing assistant for the company. k 
joined the company in 1948 while stil 
a college student and since 1955 ha 
been representative in Palo Alto, Ca. 


David McCork has been named #& 
sistant actuary of FARMERS NEV 
WORLD LIFE. 


COLUMBIA PACIFIC has name 
E. E. Walker agency manager in Wali 
Walla county, Wash. He _ succes 
Martin Albas, who has resigned. 


W. Jere Longshore nas been name 
executive vice-president of PRE 
FERRED LIFE of Montgomery, Ala. 


BENEFICIAL STANDARD Ll 


has named James W. Lilley Jr. ma 
ager of a new group department 


» Service Guide| 


ACTUARIAL COMPUTING 
SERVICE, INC. 


a 1389 Peachtree Street, 

















N. E., Atlanta 8, Georgia, 
P.O. Box 6192, Tel 
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phoenix Mutual Life 

Alwyn Graney and Leo Fisher have 
pen advanced to manager at Daven- 
ed the ,pport, Ia, and Denver, respectively, by 
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Leo Fisher 


actuarial 
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1949 ay 


Alwyn Graney 


Phoenix Mutual Life. Mr. Graney has 
had supervisory experience in agen- 
cies at Kansas City, St. Louis, Okla- 
homa City and Tulsa after joining the 
company in 1956. He succeeds L. M. B. 
Morrissey, who will be associate man- 
ager at Davenport and who will devote 
full time to personal production. Mr. 
Fisher joined the company at Los 
Angeles in 1952. Since 1956, he has 
been field supervisor at Seattle and 


r  assistan: 
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ity bureay, 
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LIFE INSURANCE EDITION 


Changes In The Field 


ton D. C., respectively. Mr. Britton 
has been supervisor of John Hancock 
at Painseville. He is a past president 
of Lake Geauga Life Underwriters’ 
Assn., and has been an instructor for 
LUTC. Mr. Zook has been in the life 
field for 31 years and for the past six 
years has been general agent of Equi- 
table of Iowa at Washington, D. C. 


Southland Life 


Southland Life has named James H. 
Kidd field assistant at Houston and 
Frank I. Guess unit manager at Am- 
arillo. Mr. Kidd joined the company 
as agent at Arkadelphia, Ark., in 1956 
and was made unit manager at Pine 


Bluff, Ark., this year. Mr. Guess 
joined Southland Life in 1955 at 
Amarillo. 


Connecticut Mutual Life 


Harry E. Wor- 
man has been ap- 
pointed head of a 
new general agen- 
cy at Dayton. He 
has been in the in- 
surance field since 
1951 and is a life 














































2 San Francisco. He succeeds Dallas E. member of the 
Y ManagefParks who has been transferred to ywijlion Dollar 
vision, Refanother agency to devote full time to Roynd Table. 
y _ Manage sales. Harry E. Worman 
Vision, ani 
erly ma-}Continental American Prudential 
: W. Gerald Britton and DeWitt W. Howard W. Hotz, former senior 
‘stant a7o9k have been appointed general training specialist at Newark, has been 
d the agents at Painesville, O., and Washing- named district manager at Maplewood, 
com: 
int, as dij 
two year 
1d astron- 
Mr. Pinde 
1951, afte 
Tennesse: 
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wet + | UNITED FAMILY BENEFIT 
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Imost sells itself 
almost sells ifselr! 
| : ONE uniform, low premium fg %—=e—g 
eld tie (ie per unit) adequntery (Af 
pany. He covers mother and children! 
while stil! Father simply adds each 
x unit to basic United Life 
1955 hes policy! 
Alto, Cal - , 
Decreasing term on wife; 
amed os Se 
RS NEW Insurance paid-up in 
event of father or 
: mother’s death! 
1S named Cc , cadibeiai 
- in Wal ‘ onversion privilege! 
| 4 PLUS MANY OTHER 
_ Succeets FEATURES—WRITE!! LI 
igned. 
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of PRE- 
ry, Ala. UNITED LIFE AND 
ACCIDENT INSURANCE CO. 
D LIFE CONCORD. N.H. ESTABLISHED 1913 
Jr. mat 
rtment. Write H. V. Staehle, Jr., C.L.U., Field Management Vice Pres., 
United Life, 5 White St., Concord, N. H. STATES SERVED: Cal., 
Conn., Del., D. C., #la., Me., Md., Mass., *Mich., N. H., N. J., 
N. C., *Ohio, *Pa., R. 1., $. C., Vt., Va. 














| * General Agency Opportunities Available 
Ba \ Overseas territories available Brokerage opportunities available 
———— 








N. J. He started his insurance career 
at Regina, Saskatchewan, in 1941, and 
became a training consultant at the 
Canadian head office in 1950. Four 
years later he was appointed manager 
of A&S sales and service. 


Bankers National Life 

John B. Monahan, assistant director 
of agencies since 1957, has been named 
regional director of agencies at Chi- 
cago. He joined the company in 1954 
as general agent at Elizabeth, N. J., 
and became field supervisor of the 
agency department in 1955. 


Berkshire Life 


Arnold M. Rheingold has joined the 
Milton Rifkin agency of New York as 
agency supervisor. He entered life 
insurance in 1955, as an agent. 


Jefferson National Life 


Jefferson National Life has ap- 
pointed the following general agents: 
Robert T. Brandenburg, Middletown, 
O.; Harold E. Seaman, Fort Wayne, 
Ind.; Stanley D. Adkins, Huntington, 
W. Va.; Winfred Robinette, Norton, 
Va.; and Theodore S. Marty Sr. and 
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George W. Thall, co-general agents at 
Cincinnati. 


Aetna Life 

S. G. Carson has been named gener- 
al agent at Toledo to succeed John A. 
Hill, who was — 
promoted to senior ~ 
vice-president at 
the home office. 
Mr. Carson began 
his career with 
Aetna Life at 
Nashville and in 
1936 was appoint- 
ed group manager 
at Toledo, where 
he more recently 
became __ associate 
general agent. 

George C. Fras- 
er, general agent at Saginaw since 
1954, has been appointed general 
agent at Detroit, succeeding H. J. Mc- 
Laurin who resigned to become presi- 
dent of McLaurin & Roeder, Inc. 

Charles M. Morgan will head the 
Saginaw general agency where he has 
been associate general agent. He 
joined the company in 1948 and has 
been cashier at Hartford, Syracuse, 





George C. Fraser 











Here at Security Life and Trust Co., 
we’re involved in a greatly accelerated 
program of expansion in step with the 
progressive development of the South. 

This program requires successful, 
experienced insurance underwriters 
who want a greater opportunity to build 
a general agency of their own or to sell 
for an aggressive, growing company. 

Also, there are opportunities as state 
supervisors to develop and move up in 
company management. 

Here at Security you can write your 
own ticket in fertile areas because 
Security Life and Trust Co., offers: 













A PROGRESSIVE COMPANY EXPANDING 
AGGRESSIVELY WITH THE SOUTH 





i 
' 
1 Write today in full confidence to 

: R. G. Blair, Vice-President & Agency Manager 

; 420 North Spruce Street. Winston-Salem, North Carolina 
! 

' 

' 

' 

' 


Straight Talk to Insurance Salesmen 


from ROBERT G. BLAIR, 
V. P. Agency Manager 
Security Life and Trust Co., 
Winston-Salem, N.C. 


@ Top Commission Contracts 

@ Opportunity in Management 

@ Home Office Training Schools 
@ Agents’ Security Pension Fund 
@ Major Medical Coverage 

@ Company Stock Purchase Plan 


@ Home Office Assistance 
on Pension Plans 
and Group Insurance 


Now is the time to arrange your future 
in the Land of the Sun! Look to 
Security Life and Trust Company 
and “Face the Future with Security.” 





And Trust Company 


HOME OFFICE + WINSTON-SALEM, N.C. 


INQUIRIES INVITED 












-------- UJ 
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Cincinnati and Boston, and _ super- 
visor at New York. 

Marvin T. Benson, associate gener- 
al agent at Miami since March, has 
been named general agent to succeed 
Walter B. Arnold Jr. Mr. Benson has 
been home office group representa- 
tive at New York, Atlanta and Char- 
lotte, and was at West Palm Beach for 


five years. 


United States Life 

A. Stewart Payne, former general 
agent at Binghamton, N. Y., for Se- 
curity Mutual Life of that city, has 
been appointed general agent there 
by United States Life. Mr. Payne is 
a past president of the New York 
State Assn. of Life Underwriters, the 
Binghamton association, and the local 
chamber of commerce. He has had 15 
years of experience in insurance. 


Western & Southern Life 

Stanton C. Seeba is new general 
agent of Western & Southern Life at 
San Francisco. He has been agency 
manager of Manhattan Life’s broker- 
age office there. 
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No. 9 IN A SERIES 





Chas. D. Minor 
Morgantown 


HieNATIONAL UNDERWRITER 


Travelers 


Roger Cote and Ross L. Anderson, 
field supervisors at Montreal and Ot- 
tawa, respectively, have been promoted 
to assistant managers. J. Claude Patry, 
field supervisor at Quebec, and J. Yves 
Pilon, field supervisor at Ottawa, have 
been transferred to Montreal. 


Western Life 


John S. Barovich, general agent at 
Miles City, Mont., has moved to Bill- 
ings as general agent. He joined West- 
ern Life in 1945 at Columbus, Mont.. 
after several years with Equitable So- 
ciety. 


Continental Assurance 


Ben E. Stotts has been named man- 
ager at Oakland. A 12 years’ insur- 
ance veteran, Mr. Stotts will develop 
brokerage business there. 

The company has named Vincent A. 
DePanfilis agency manager of its new 
South Norwalk, Conn., office. He has 
had more than eight years experience 
in insurance brokerage management. 


M. Earl Eitemiller 
Baltimore 


James C. Burkett, Jr. 
Washington D. C. 
9 
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EQUITABLE LIFE OF IOWA IN 


THE EAST CENTRAL STATES 


This group of states, rich in the history of our 
country, also leads the Nation in vegetable and 
fruit canning and production of coal. Here, too, 
is the District of Columbia, the first carefully 

planned capitol of the world. We are proud of 
this group of states and the seven Equitable 

general agents and their agency associates 


needs of their citizens. 


LIFE INSURANCE COMPANY OF IOWA 


William F. Bell, CLU 
Richmond 





Matthew G. Harper, Jr. 


Roanoke 


serve the life insurance 
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Republic National 

The company has named five new 
general agents: Francis E. Powell Jr., 
West Pittston, Pa.; Arthur C. Lyman, 
Birmingham, Mich.; S. J. Castelli, 
Tucson, Ariz.; William H. Webb, 
Springfield, Mo.; and the J. Albert 
Rose agency, Baltimore, Md. 


Security Mutual Of N.Y. 


William F. Tallmadge has_ been 
named district group supervisor at 
New York. He joined Security Mutual 
as a group representative at the home 
office early this year and before that 
was with Blue Cross and Blue Shield. 


North American Life Of Chicago 

N. Eddie Kalliel has been named 
agency manager at Detroit. Mr. Kalliel 
has been special agent and division 
manager of Prudential there. 





Holds Career Development Seminar 

Pacific Mutual Life held a five-day 
career development workshop at its 
Los Angeles home office recently, the 
first such seminar under its new man- 
agement development program. Atten- 
dance was limited to 10 men currently 
active as supervisors throughout the 
country. 

John J. Posthauer, superintendent of 
agency management development, was 
chairman, and Dickson C. Buston, su- 
pervisor of agencies, conducted the 
meeting. 


Pacific Mutual has opened new, en- 
larged offices at Long Beach, Cal., 
at 4005 Long Beach boulevard. The 
new quarters will house the W. J. 
Hawkins agency and a group office 
under John C. Damon. 


September 6, ty 


Dedicates Hall Of Fame [p- 
For Bankers Nationai Life F 


Top Producers, Agencies 

Leading producers of Bankers y,§ casualt 
tional Life were honored by John) 
Brundage, president, who dedicates 
“hall of fame” at the regional meg, 
of northern New Jersey general agey, 
The hall of fame, which appears gp 4: 
wall of the agency department Con 
ference room, consists of four Plagqus 
—one each for the honor roll, sa. 
leaders, millionaires and leading age, 
cies. 

Listed on the honor roll are 23 pp, 
ducers who have had 20 years of ger, 
ice with Bankers National. Name; | 
top producers for the past three y j 
in volume, premiums and lives g 
pear on the sales leader plaques. Fi) ¢o our : 
men have paid for more than $1 mi gow 
lion of new life business during th.) the fut 
three years and their names are inf himself 

































Wm. D. GRESCHNER Co. 


Builders and Leasing Agents 
1108 E. WASHINGTON AVENUE, SANTA ANA, CALIF. « KIMBERLY 2-2308 








cluded on the millionaires plaque. Ty) ang au 
leading agencies plaque breaks doy, agency 
honor awards to agencies into thre!) agency 
categories—those with six years ,j Within 
service or more, three to six years ¢ open a 
service and less than three years. § jncuran 
is ae fi some C 
Harmelin Agency To Begin on a life 1 
For N. Y. Agents Exam Aug. 2§ § tion; h 
The 117th class of the Harmeih that wi 
Agency, general agents of Continent) we mt 
al Assurance, to prepare brokers fe} man fr 
the New York life agent’s examin’ Obvi 
tion, Sept. 17, will begin on Aug. 4 had me 
The course will consist of five laf ance co 
tures and will be conducted at } prospec 
Church street, room 1870, New Yoh Two 
Instruction will be given by David > about — 
Harmelin and William Harmelin, both quite « 
of whom are serving as LUTC moderehi has spe 
tors this year. in reses 
selling 
have d 
science 
evaluat 
can prc 
Citizens National Bank Building, 7 pg 
fully air-conditioned new office build: | never 
ing situated in the center of Orange } Posals 
County business. life con 
; underw 
Ideal for large regional offices re | get a d 
quiring one or more floors or for} feet. A 
organizations needing only part ofa hae 
floor, this distinguished Santa Am } brokers 
building will be ready for occupancy } specific 
in Spring, 1959. 
We | 
departn 
FEATURES ity of < 
the ope 
Fully air-conditioned with incident 
zone control. rer 
= that it 
Ample on-site parking facilities. render 
; Light. not onl; 
Glass facades for maximum daylig a 
Electronically controlled elevators. § consult 
eee : life j 
Complete flexibility in interior oe ae 
layouts. Yes, 1 
departir 
past 25 
Inspection of floor plans and reser J MSurani 
: Sidi work w 
vation of space is invited. For further panies 
information and brochure write % f but we 
phone: Real Estate Division hi 
basis, V 
departm 
basis. T| 
situatior 
We \ 
premiun 
whom 
We do } 
ment pl 
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casualty companies will, in due time, 


also be able to offer us life and A&S 
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We have given this matter consider- 


, able consideration in the past six 
by months. 


We have come to the conclusion that 
a life department is an essential com- 
facility for the agency in the 
future. Complete and full multiline 


we underwriting is here to stay, whether 


we like it or not. Up to the present 


time, we have felt that the life busi- 
| ness belonged to the life specialist and 


the fire and casualty business belonged 


nes are in! himself, “Why should I buy my house 
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and automobile insurance from the X 
agency and walk two blocks to the Y 
agency to handle my life business?” 
Within a matter of six weeks, we will 
open a full life department with a life 


some consideration to the training of 
a life man within our own organiza- 
tion; however, the caliber of service 
that we provide is such that we feel 
we must have an experienced life 
man from the very outset. 

Obviously, in recent weeks we have 
had many discussions with life insur- 
ance company officials as well as with 
prospective employes. 

Two things impress me _ greatly 
about the life business. First, it is 
quite obvious that the life industry 
has spent a tremendous sum of money 
in research on the subject of sales and 
selling over a great many years. They 
have developed a fairly well defined 
science as to training new personnel— 
‘evaluating his potentiality, etc. They 
can provide mathematical calculations 
as to potentialities to a degree unheard 
of in the general business. Second, I 
never cease to be amazed at the pro- 
posals that we have received from 
life companies as respects the financial 
underwriting that they will provide to 
get a department organized and on its 
feet. As to the kind of life company 
we contemplate representing, we insist 
that we be more in the nature of 
brokers. However, we will represent 
specific companies. 


> years. § insurance specialist. We have given 


& * * 


We believe that a life insurance 
department is essential to the prosper- 
ity of a general insurance agency. In 
the operation of our agency, which 
incidentally is the oldest general in- 
surance agency in the city, we feel 
that it would be impossible for us to 
Tender a complete insurance service, 
not only to individuals but to industry, 
unless we were in a position to advise, 
consult and underwrite whatever the 
life insurance needs of our clients 
might be. 

Yes, we do operate a life insurance 
department. We have had one for the 
past 25 years. We have our own life 
Msurance specialists. We certainly 
work with those life insurance com- 
panies with which we do_ business, 
but we do not “rely” on the life 
company specialists. We do not repre- 
sent any life company on an agency 
basis. We operate our life insurance 
department on a strictly brokerage 
basis. This is, in our opinion, the ideal 
situation. 

We very rarely use a monthly 
Premium payment plan for clients on 
whom we write personal coverages. 
We do have a monthly premium pay- 
ment plan on commercial coverages, 





XUM 


LIFE INSURANCE EDITION 


fire Agents Give Views On Selling Life 


(CONTINUED FROM PAGE 11) 


such as group, hospital, surgical, life, 
etc. We have not found that a monthly 
premium payment plan on anything 
but the commercial accounts is neces- 
sary. We do handle A&S in the life 
department. We find that there is a 
close affinity between A&S and life 
insurance as opposed to our general 
fire, marine and casualty lines; and 
therefore it seems more efficient to 
handle our A&S business in this 
manner. 
* cS % 

A company must compete in all 
lines of insurance. We do not have a 
life department. We use a monthly 
premium plan for commercial cover- 
ages but not personal coverages. We 
don’t think the danger of our business 
coming under competition because a 
competitor has life has been over- 
estimated. An agency operation spe- 
cializing in certain lines only does not 
have an assured future. If we opened 
a life department, we would represent 
a stock company. Multiple line com- 
panies with life insurance will tend 
to favor agencies that produce life 
business when it comes to taking lines, 
such as automobile at present, that 
are hard to place. 


* * * 


Clients expect complete service from 
one agency. Also this lessens competi- 
tion for property and casualty lines. 
We operate a life department and 
have done so 10 years. The commission 
drop on life after the first year is a 
problem. We use life company special- 
ists and our own life department men. 
We have a monthly premium payment 
plan for use with all lines and personal 
and commercial coverages. The plan 
evens out insured’s outlay. We don’t 
departmentalize any line, including 
A&S and life. It has not been our 
experience that fully multiple line 
companies favor us on hard to place 
lines because we sell life for them. 

* * * 


We believe a life department is an 
essential competitive facility because 
all major companies gradually are 
going ‘full multiple line, and we esta- 
blished a life unit this year. We use 
our own life specialists, and we plan 
to use a monthly premium plan for 
both personal and commercial cover- 
ages. Possibly companies will regard 
auto business more favorably if sub- 
mitted by an agency that produces life 
insurance for it. 

* BS * 

We think life is essential and we 
have had a life division 20 years, with 
our own specialists. We don’t use a 
monthly premium plan. 
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A WELL-BALANCED 





ymbol of is yr nay 
‘professional pride 

... Life Insurance dedicated 
to the Public Service. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 











BOSTON MUTUAL BUILDING 
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Old in tradition and sense of respon- 
sibility-new in our progressive 
approach to the constantly chang- 
ing needs of policyholders. 


BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 
INCORPORATED 1891 






















A FULL CARGO 


Of outstanding Life and A & S contracts—including 






Major Medical—to suit the needs of the insuring 






public and the professional underwriter alike. 






More Than a Half Century of Service 


White Life dome OFFICE. 


INSURANCE COMPANY 





RICHMOND, VIRGINIA 
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AIUPANY with a Creed! 


“Since its organization in 1900, 
the guiding principle of Liberty 
National Life Insurance Company 
has been to achieve success by 
deserving it; to protect its policy-+ 


holders and their beneficiaries with 


_.ga fair, unselfish contract and to 


onstrue it liberally in their favor; 
to serve them faithfully, adequately, 


honestly and economically.” 





Birmingham, Alabame 
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—for men with vision... gomg places: 


For men with their eyes fixed on the 
stars of achievement . . . American Trav- 
elers’ Life presents a challenge—and 
such rewards as 


Prestige; American Travelers’, 
backed by a depth of experience in life 
underwriting—is a company you'll take 
pride in representing! 





Profits; Every American Travelers’ 
policy is full of “you attitude” benefits 
which help you se/l more . . . profit 
more! 


Progress, All of our efforts, plan- 
ning and strategy are fixed on a point in 
infinity . . . a point we can reach only 
through Progress! 


American Travelers’—a company you can go with—a company you can grow with! 


For details 


write Roy A. Foan, 
President 


MERICAN 


1512 NORTH DELAWARE STREET 





e INDIANAPOLIS 2, INDIANA 
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American College To 
Begin CLU Management 
Classes In 11 Cities 


Classes for preparatory studies un- 
der the revised management education 
program of American College will be- 
gin this fall in at least 11 cities 
throughout the U. S., according to 
Thomas J. Luck, director of manage- 
ment education. 

The instructors have been selected 
locally and will conduct classes under 
the guidance of American College. 
Managers, general agents and others 
interested in life management prob- 
lems will meet during 30 weeks of the 
school year to prepare for examina- 
tions in June, 1959. 

The modernized management edu- 
cation program of American College, 
announced last April by Edmund L. 
Zalinski, chairman of the manage- 
ment education committee and exec- 
utive vice-president of Life of North 
America, consists of five parts. Three 
parts are interchangeable with the 
CLU program. Successful completion 
of the five examinations will lead to 
the diploma in agency management. 

Portions of the new program de- 
voted to management are part M-3, 
business psychology, human relations 
and management principles, and part 
M-5, sales and financial manage- 
ment. Parts 1, 2 and 4 of the CLU 
program are equivalent to the corre- 
sponding parts of the management .ed- 
ucation program. 


Credit For CLU Designation 


An individual who has already at- 
tained his CLU designation will be 
given credit for three of the five man- 
agement examinations. 

Eligibility requirements for the 
management program are similar to 
those for a CLU. An applicant must 
be at least 21 years of age, of good 
moral character and he must have 
completed a high school education or 
its equivalent. 

Cities in which the management 
classes will be conducted this fall are 
Ailanta, Chicago, Dallas, Detroit, Hous- 
ton, Indianapolis, Los Angeles, New- 
ark, New York, Philadelphia and Pitts- 
burgh. 

Classes have been requested by oth- 
er cities and a few may be organized 
in time for fall enrollments. The orig- 
inal plan of the management educa- 
tion committee was that not more 
than approximately ten cities would 
conduct classes during the first year 
of the new program. 


Ala. Calls Off Special 


Session To Revise Laws 

Gov. Folsom of Alabama has decided 
not to call a proposed special session 
of the legislature to act on revision of 
the insurance laws now being drafted 
by a special legislative committee. He 
based his decision on the recent U. S. 
Supreme Court ruling which set aside 
a cease and desist order of the Federal 
Trade Commission against National 
Casualty and American Hospital & 
Life. The court held that FTC has no 
power to regulate where the states 
supply regulation. 


Acacia Mutual Placed Business 
For June-July Shows 11.3% Gain 

Acacia Mutual placed business dur- 
ing the June-July period was $34,- 
310,000, a gain of 11.3% over the same 
months in 1957. Placed business for 
the first seven months exceeded cor- 
responding figures for last year and 
brought insurance in force to close to 
$1,650,000,000. 
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W.O.W., Omaha, Adoy 
New Rate Structure 
For Quantity Discount 


An entirely new rate structure ha 
been adopted by Woodmen of ty 
World of Omaha wherein rates ,, 
thousand of basic protection reduce J 
the number of thousands of base p,, 
tection purchased in a single Contre: 
increases. 

The newly devised system of “Qua, 
tity Savings Rate Reductions” an 
plies equally to all forms of certificg,, 
issued, each buyer thus receiving ben 
efits without regard to the king , 
coverage he chooses. Rates for bag 
certificate forms entirely absorb 
cost of acquisition and future seryj, 
ing, so rates for riders do not var 
per thousand with the amounts py. 
chased. 

When all areas of sales are q,} 
sidered, the new rates are substg. 
tially those formerly in use. 





Pacific Mutual Life 


To Install New Univac II 


Pacific Mutual Life will replace ji 
high speed electronic data processip; 
system, Univac I, with the faster, mo: 
versatile Univac II. Dismantling of th: 
present installation has already begy, 

The advantage of the new systey 
according to Richard D. Dotts trea. 
urer, “lies in additional reduction ,' 
operation costs resulting from the ne 
equipment’s greater capacity and ve. 
satility. At the outset the increase 
capacity will be used to cut down tr 
daily electronic operating time and k:. 
ter to increase the number of depar 
mental applications.” 

Univac II is capable of executin; 
instructions at more than twice th 
speed of Univac I and has double th 
memory capacity of its predecessor. 

The new equipment, produced by 
Remington-Rand Corp., will take ap 
proximately three months to instal 
The physical area needed is no greater 
than for Univac I. 

During the change-over the comp- 
ny’s electronic data processing oper: 
tions will be carried on at the Los An- 
geles Remington-Rand Univac insta. 
lation. Three years ago Pacific Mu 
tual was the first private industry 
the west coast to install a large sed: 
electronic data processing system. Mf. 
Dotts said the new installation wil 
have no effect on the present totd 
number of employes. 


North American L.&C. 
Offers Rider For Wife 


North American L.&C. has intr 
duced supplemental term insurance 0 
the wife of insured that may be @- 
tached to any permanent form of life 
or term policy on the husband thal 
will not expire before expiration 
the rider. 

The minimum amount of the bast 
policy is $2,500. Minimum -amount 
rider is $3,125 initial amount, whia 
reduces after three years to $2,500 
ultimate amount. 








— 


Massachusetts Mutual Issues 
$1 Million Policy To Housewile 

Massachusetts Mutual has issue 
$1 million life policy on an €as 
housewife, the mother of three ¢ 
dren. The policy, with an estim 
annual premium in excess of $24 
is the largest yet issued by ™ 
chusetts Mutual to a housewife. 
name of the policyholder was not 
closed. 
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ry of the individual policy, statement 
sf group insurance or certificate of 
soup insurance to the debtor within 
3) days of the date when the debt 
iwas incurred. ; 

| When no identifiable charge is made 
i) the debtor, the notice of proposed 
soup insurance need not be signed 
ny the debtor of show his name. 

' The regulations also require that 
I] credit life and A&S policies issued 
he filed with and approved by the 
superintendent. It further prohibits a 
jenial of claims on the ground of pre- 
existing physical conditions. 

Other provisions of the regulation 
equire that the amount of coverage 
hall not exceed the loan outstanding 
bnd the term of the policy shall not 
extend beyond the duration of indebt- 
»iness. If a debt is terminated by re- 
payment or refinancing, the regulation 
akes provision for a refund of prem- 


jum. 
Rates Less Than Now Charged 


In issuing the new rules, Superin- 
endent Wikler said, “The regulation’s 
aximum permissible charges to debt- 
ors for credit life and A&S insurance 
sre, on the whole, considerably less 
han the billing rates now charged in 
onnection with instalment sales and 
ans.” 

The premium rates, however, are 
igher than those originally proposed 
by the department. 

For example, if premiums or identi- 
iable charges are paid monthly on 
putstanding balances, and the average 
amount of insurance in force on all 
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SECURITY LIFE BUILDING ° 


‘Security life saves 
th i 






HERE OTHERS 


Yoo... Security Life Agents find greater produe 
tion possible because this Western Compan 
‘approach is modern. Ma 


‘Security's “Research of Public 
up by an outstanding Progro 
__ puts Security Men in top pro 


LIFE INSURANCE EDITION 


ssue New Credit Life, A&H Regulations 


{CONTINUED FROM PAGE 1) 


debtors of a single creditor is $375,- 
000, the monthly premium rate per 
$1,000 of insurance in force would have 
been 66 cents under the proposed reg- 
ulation. Under the promulgated regu- 
lation the premium rate is 85 cents. 

If premiums are paid or charged in 
one sum for the entire duration of 
the indebtedness, and the average 
amount of insurance in force is $375,- 
000, the single premium rate per $100 
of initial indebtedness, repayable in 
12 monthly instalments, would have 
been 43 cents under the proposed reg- 
ulation. Under the promulgated regu- 
lation the rate is 54 cents. 


New Rates Explained 


The rates as issued by the depart- 
ment follow: 

If premiums or identifiable charges 
are paid monthly on outstanding bal- 
ances and the average amounts of in- 
surance in force on all debtors of a 
single creditor are $250,000 or less, 
$250,000 to $1 million, $1 million to 
$5 million and $5 million and over, 
the monthly premium rates or identi- 
fiable charges per $1,000 of insurance 
in force are, respectively, $1, 85 cents, 
77 cents and 69 cents. 

If premiums or identifiable charges 
are paid or charged in one sum for 
the entire duration of the indebted- 
ness, and the average amount of in- 
surance in force on all debtors of a 
single creditor is less than $250,000 
the single premium rates or identifi- 
able charges, discounted for interest 
and mortality, for each $100 of initial 
indebtedness, repayable in six, 12, 24 
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Life & Accident 
Company 





DENVER 2, COLORADO 





or 36 equal monthly instalments are, 
respectively 35 cents, 64 cents, $1.21 
and $1.76. 

If insurance in force is $250,000 to 
$1 million, the single premium rates 
for the respective loan durations are 
29 cents, 54 cents, $1.03 and $1.49. 
In the $1 million to $5 million range, 
monthly payments are 27 cents, 49 
cents, 93 cents and $1.35. For $5 mil- 
lion and over, they are 24 cents, 44 
cents, 83 cents and $1.21. 

A subsection pertaining to premium 
rates states that an insurer may, 
where age data applicable to the in- 
sured are available, determine, under 
a plan approved by the superintend- 
ent, premium rates and identifiable 
charges based on such age data and 
computed in a manner consistent with 
the rates provided by the department. 


To Hold DITC At Indianapolis 
Indianapolis A&H Assn. and Indi- 
anapolis Assn. of Life Underwriters 
will sponsor a DITC at Butler Univer- 
sity, Sept. 25. William Highfield, A&S 
editor of Insurance R.&R., and author 
of the DITC text, will instruct the 
series. Registration is being handled 
by Earl Mulchahy, American United. 
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X-17 Advisory Group 
Named By Sheehan 


Commissioner Sheehan of Minneso- 
ta, chairman of the subcommittee on 
deficiency reserves and mortality ta- 
bles review of National ‘Assn. of In- 
surance Commissioners, has appointed 
the following members of the industry 
advisory committee: 

James T. Phillips, New York Life; 
Richard L. Glazier, Life of Virginia; 
Victor E. Henningsen, Northwestern 
Mutual; James E. Hoskins, Travelers; 
James F. MacLean, Bankers Life of 
Nebraska; Frank H. Oshlo, Girard 
Life; Clarence H. Tookey, Occidental 
of California; Bert A. Winter, Pru- 
dential; and Charles M. Sternhell, New 
York Life. 

The industry advisory committee, 
will hold several preliminary meetings 
prior to the full meeting of the sub- 
committee. Recommendations of the 
subcommittee are expected to be 
ready for public release by Nov. 15. 


Family Life of Seattle has reached 
the $100 million of insurance in force 
mark after nine years of operations. 
The company writes only term. 








industry’s needs. 


program does. 


at Pilot Life. 


O. F. STAFFORD, PRESIDENT 
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Just as an architect designs a home to fit the owner, 
Pilot Life designs insurance programs to fit 


A ready-made home might be very comfortable, 
but it can’t compare with one designed inside-out to 
give the owner everything he wants and needs in a 
home. So it is with group insurance: ready-made 
“packages” can’t do the job that a Pilot custom-tailored 


And industry is beset with unusual situations that 
only the best-qualified group insurance underwriters 
can meet. Labor problems, retirement problems, 
management problems come into focus quickly in the 
design of an intelligent group insurance program 


Put your insurance protection assignment in the 


hands of an architect of insurance — a designer of 
custom programs for individual needs. 


Del Lye Iusurance Company 


LIFE, GROUP, ACCIDENT & SICKNESS 
PILOT TO PROTECTION FOR OVER FIFTY YEARS 


GREENSBORO, NORTH CAROLINA 
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Tax Pitfalls Of Partnerships Are Given 


(CONTINUED FROM PAGE 2) 


each of these things would apparently 
be necessary to meet three of the five 
tests in the Morrissey case. 

Then, of course, if this hurdle is 
passed, the deferred corporation plan 
must also be qualified under the code. 
There are other problems too. It may 
be impossible, using partnership ac- 
counting methods, to distinguish clear- 
ly, on the one hand, between with- 
drawals by partners which should be 
treated as dividends and withdrawals 
which should be treated as loans or 
advances, or between investments and 
loans to the partnership by a partner, 
on the other. Yet the tax incidents may 
be quite different. Unless there is 
certainty, the consequences may be 
quite serious. 


Initiative Is Taxpayer’s 


The taxpayer must take the initia- 
tive in classifying an organization as 
a partnership or as an _ association 
taxable as a corporation when the 
organization’s return is filed; the In- 


ternal Revenue Service then has the 
opportunity in an uncertain situation 
of electing, for the time being at least, 
either to accept the organization’s own 
characterization, or to challenge it, 
whichever best suits the government’s 
purposes. During the first several 
years, the combined (corporate and 
individual) tax may be higher if the 
partnership is recognized as an associ- 
ation, but due to changes in rates or 
circumstances the commissioner may 
later want to have the firm reclassified 
as a partnership because it fails to 
meet some of the tests previously 
described, with the result that the 
partners pay the maximum tax at all 
times. 

Unless great care has been taken 
to keep the statute of limitations open 
for the firm to file a refund claim on 
any corporate taxes it may have paid, 
until the statute has run on the assess- 
ment of a deficiency against the 
individual partners, the partners may 
also find themselves liable for addi- 
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GROUP SALES 


tunity worth investigating. 


company car, 
and employee 


confidence to: 
Edward L. Mitchell, Vice President 


725 Broad Street 


in Houston, Texas 


If you have successful group sales experience, you will find this sales oppor- 


The opening is in the growing business and industrial city of Houston. The 
company is one of the nation’s oldest and largest multiple-line organizations. A 
group insurance pioneer, the company ranks among the nation’s leaders in both 
group business volume and group experience. 

The man who fills this position will begin his new job with a good salary and 
the assurance of future increases based on accomplishments. He will have a 
ood working conditions, and the same excellent retirement plan 
enefits available to the Home Office Staff. 


The company has enjoyed excellent growth in the past and continues each 
year to show significant growth. Preferred consideration will be given to a man 
who is presently located in the Texas area; however, any man with proven group 
sales ability will be considered. If your qualifications fit the job and your am- 
bitions include personal growth, we would like to talk with you. Write in full 


PROVIDENT LIFE AND ACCIDENT INSURANCE COMPANY 


OPPORTUNITY 


Group Agency Department 


Chattanooga 2, Tennessee 











ACTUARY 


Challenging opportunity for man with ambi- 
tion and initiative to be in charge of Actu- 
arial Department of old established mid- 
western life and accident company. Should 
have thorough knowledge of all operations 
pertaining to actuarial, statistical, account- 
ing and IBM procedures covering both life 
and accident, sickness and hospital insur- 
ance. Excellent starting salary with greater 
future potential. Submit complete résumé, 
recent photograph, age, experience and 
present salary. 

Apply in complete confidence to: Box C-I8, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





MANAGEMENT 
OPPORTUNITY 
IN MISSOURI 


Progressive mid-western company writing 

individual Life, Accident, and Sickness 

offers an excellent opportunity in field 

management. The requirements are: 

1. Successful Life Insurance experience 
recently in the State of Missouri. 

2. Married, under age 40. 

3. College education. 

The position carries with it an attractive 

salary and incentive bonus. For a personal 

interview send full qualifications and expe- 

rience to Box #C-32, The National Under- 

writer Co., 175 West Jackson Blvd., 

Chicago 4, Illinois. 














ACTUARIAL OPPORTUNITY 


Associate or near, age under 35, minimum three 
years’ experience, for position as head of Actu- 
arial Department of Division office of large com- 
bination company. Southwestern location. Liberal 
employee benefit plan. Salary commensurate with 
background. Include qualifications, references. 
Reply Box C-13, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Il. 


LIFE & A & H UNDERWRITER 
Progressive national organization located in 
Denver, Colorado needs college grad with 3 
to 5 years Life and A & H Underwriting expe- 
rience. Send résumé to: Box C-I5, c/o The 
National Underwriter Co., 175 West Jackson 
Bivd., Chicago 4, Ill. 





tional tax on the theory that all of the 
firm’s income is taxable to them, 
without any way to get the corporate 
tax back. 

The commissioner promised in his 
ruling last October to publish a new 
ruling on the basic criteria to be 
followed in determining what is an 
association taxable as a corporation, 
but until he does so—and perhaps 
even afterward—it would certainly 
seem wise, where an “association” 
seems clearly desirable, to set it up as 
clearly like a corporation as local law, 
professional ethics, and requirements 
of the parties will permit. It would 
also be particularly desirable to get a 
ruling, if possible, from the Internal 
Revenue Service as to qualification of 
any proposed pension or profit-shar- 
ing plan. 

This is not to say that reorganizing 
a partnership as an association so as 
to gain the advantage of deferring tax 
on income set aside for retirement 
purposes may not be a welcome and 
useful tool in particular cases. But 
there are certainly a number of pit- 
falls that the skilled lawyer should 
acquaint his client with and make 
every effort to avoid. 


Other Retirement Developments 


A possible doubly-advantageous sub- 
stitute for a qualified pension plan for 
the survivors of a deceased employee 
has been brought to light by the recent 
Champion Spark Plug case in the tax 
court. 

An employer’s insurer refused to 
cover an employe in the employer’s 
regular pension and life insurance 
plan because the employe’s work in- 
volved too much foreign travel; as a 
consequence the employer’s board of 
directors adopted a resolution in 1953 
after it became evident that the em- 
ploye had an incurable illness disabling 
him from rendering further service to 
the employer, to pay the employe, or in 
the event of his death, his widow, 
$33,750 in 60 semi-monthly install- 
ments as a continuation of his salary; 
the first payment under such resolu- 
tion was made in January, 1954, to the 
widow one day after the employe’s 
death. 

The Internal Revenue Service re- 
fused to permit any deduction in 1953 
and contended that the amounts paid 
to the widow could only be deducted 
in the years when actually made. The 
tax court, however, held that the 
payments did not constitute compen- 
sation to which the deferred compen- 
sation rules would be applicable but 
constituted the assumption of a volun- 
tary unconditional obligation in 1953 
to make payments to the employe’s 
widow, thus making the full amount 
of $33,750 deductible by the employer 
in the year of adoption of the resolu- 
tion. 


No Tax To Beneficiary 


The court did not have before it the 
question of taxability to the employe, 
but it would appear that she would be 
entitled to receive at least the first 
$5,000 income-tax free under specific 
language of the statute; two other 
cases decided during the year indicate, 
in fact, that the entire amount of a 
voluntary payment to a widow may be 
tax free as contrasted with taxable 
deferred payments under a qualified 
pension plan. 








FOR SALE 
Active Stock Limited Life 
Company—Pennsylvania 
Growing Rapidly. Exceptional Agency Force. 
For information write Box C-19, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








Newly chartered properly financed Life Insurance 
Company seeks Director of Agencies. Home 
Office, Providence, R.I. Excellent salary plus 
stock options. Replies confidential. Send résumé 
to Box C-25, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











WANTED: Agency Manager to full 
responsibility for operation of established Gen- 
eral Agency with Direct ''Preferred'’ Business. 2 
million premium volume plus Life is minimum 
potential. Only written résumés considered. 
Address: Paul E. Olson, 120 South LaSalle St., 
Chicago, Illinois. 
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LOMA's Atlantic City 
Meeting Mappec Oy; 


(CONTINUED FROM PAGE }) 
of settlements and other policyhg; 
services, policy records and age, 
registers and agents’ accounting, 

Earl D. Johnson, executive Vi 
president of General Dynamics Con 
will open the session on the see, 
day. Clifford B. Reeves, vice-presig, 
in charge of public relations of Mug 
of New York, will discuss the imp 
tance of public relations jn offs 
management. Howard — Holderng! f a buildi 
president of Jefferson Standarq 1; ould mee 
will then address the meeting jy or perhaps 
salute and congratulations to 1959 ; 
lows of LOMA institute. David Chee Road-Block 
berlain, assistant secretary of Gr 
American Reserve, will give the yJ 
sponse. 
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Three Planning Sessions 


The afternoon meetings wil] Cons 
of planning sessions on three SUbje 
of wide current interest. Each Subj 
will be presented for three sizes , 
company groups. 

Forms and systems peculiar to fan 
ily plan policies will be the Subject , 
one session. The eastern planniy 
committee will conduct a session { 
companies with $2.6 billion or mg 
insurance in force; the  southwa 
planning committee will cover con 
panies with $600 million to $26 hi 
lion in force. 

The subject of mechanization of My 
icy issue will be conducted for coy 
panies with $2.6 billion or more 
force by the North Atlantic planniy 
committee. The eastern and midwd 
planning committees will concentr 
on companies with $600 million to % 
billion in force and the midwest plaj 
ning committee will cover compan 
with under $600 million in force, 

Considerations involved in ne 
posting, elimination of the m 
history card and reduction of ordi 
files will be discussed for comp; 
with $2.6 billion or more in force 
the North Atlantic and western 
ning committees. The southern 
western planning committees will a 
er companies with ‘$600 million | 
$2.6 billion in force, and the south 
and western planning committees wi 
devote themselves to companies wit 
$600 million or less in force. 
Electronics Panel Discussion 

On the final day of the meeting, 
panel discussion, “Electronics in 0p 
eration,” will be moderated by Ste 
ens L. Shea, planning secretary ( 
Massachusetts Mutual. 

Robert W. Harvey, 2nd_vice-pres 
dent of Prudential, will discuss t! 
preparations for electronic operatia 
and A. C. Vanselow, vice-preside! 
and comptroller of Franklin Life w4 
explain the problems of converting 
electronics. 

George E. Wallace, coordinator 
actuarial applications of John Ha 
cock, will outline the operation o 
data automation system, and Hit 
Stevenson Jr., president of Nation 
Life & Accident, will speak on’ 
Look at a New Era.” . 

William W. Eitel, methods manag 
of Home Life, and W. Rankin Fur 
president of Berkshire Life, will 2 
up the meeting. Mr. Eitel’s talk ™§ 
be “How to Make Work Simplificalig ; 
Pay Off,” and Mr. Furey’s spect 
entitled “In the Afternoon We: 
Insurance.” A 









































National Public Service of 5 
has passed the $100 million ‘ma 
insyrance in force. The company 
organized in 1933 by Charles H. # 
who is still president. 
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t by the General Services Admin- 
stration. ; 

The trustees by their 14-3 approval 
; the executive committee’s recom- 
mendation to give up the C street site, 
ave indicated by a substantial ma- 
prity that they consider it unwise to 
oon with the C street project—either 
fecause of the restrictions asked by 
in ofiffne government, because of the cost 
Holderne 4a building of the needed size that 
ndard [i ould meet government standards, or 
-eting infor perhaps other reasons. 
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Road-Blocks Without End? 


_Is the ability of government agen- 
ies to keep on throwing road-blocks 
yeh that NALU might as well resign 
tself to never being able to build on 
fine C street site? The Cleeton com- 
i ittee did an admittedly brilliant job 
getting many road-blocks removed. 
Te question in the board’s mind ap- 
nears to have been as to whether the 
rious interested government agen- 
lies wouldn’t keep on throwing up new 
‘Grricades until finally NALU would 
pla fave to give up out of sheer despera- 
i: ion. The Cleeton committee feels that 
ates he board quit when the last hurdle 
southwe§ .g been leaped. The board obviously 
wes COtfeels that there would be still further 
© $26 th tacles far into the future, and that 
fhe only realistic course is to recog- 
hize that the regulatory authorities 
Citon’t want NALU across from the 
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the government would not condemn 
the NALU property for its own uses? 
The Cleeton committee feels there is 
no risk of this. The board is by no 
means certain, in view of expanding 
government operations and the fact 
that the NALU C street site is in 
area long ago marked for “taking.” 


Question Of Land Cost 


—Would the low price at which the 
C street land was acquired make it 
more costly to erect a lower priced 
and more utilitarian building else- 
where in the Washington area? The 
Cleeton committee says it would. The 
board disagrees. Different interpreta- 
tions of the same basic facts are re- 
sponsible for this sharp difference of 
opinion. 

Just what parliamentary procedures 
the champions of the Cleeton commit- 
tee will follow at Dallas have not been 
disclosed. It is understood that they 
have asked for a place on the agenda 
of the National Council. Presumably 
this would have to come under the 
general classification of new business, 
although of course the members of 
the Cleeton committee—or anyone else 
—would have a right to comment on 
the report of the new building com- 
mittee. 

NALU has given no indication of 
who voted against the proposal to give 
up the C street site, but from other 
sources it was easily learned that they 
are Harry Phillips, Sun Life of Can- 
ada, San Francisco, Jack White, Pru- 
dential, Los Angeles, and R. L. Mc- 
Millon, Business Men’s_ Assurance, 
Abilene, Tex. The presumption is that 
if any ball-carrying is done by a mem- 
ber of the board, Mr. Phillips will do it. 


Face Uphill Fight 


With only three votes out of 17 
board members, the old-committee 
champions obviously face a tough fight 
to get the board to reverse itself on 
giving up the C street site. It would 
take six more votes to gain the needed 
one-vote majority. Since no new facts 
of any importance have come to light 
since thé special board meeting in 
July, at which the entire matter was 
thoroughly discussed with the Cleeton 
committee, there appears to be little 
reason to suppose that six more mem- 
bers of the board could be induced to 
change their votes. 

Probably the best that the former 
building committee can hope for is 
the satisfaction of knowing that it did 
its best to prevent NALU from making 
what the committee considers a co- 
lossal mistake—giving up the C street 
location. And in doing so, the com- 
mittee would be less than human if 
it did not also hope to justify the 
rightness of its own course where it 
conflicted with the decisions of the 
board. 


Continental Assurance 


Holds Regional In Boston 


Continental Assurance representa- 
tives from the eastern United States 
and Canada are holding their annual 
regional meeting in Boston this week. 

The convention heard talks by Roy 
Tuchbreiter and Howard C. Reeder, 
chairman and president, respectively, 
of the company; and Professor C. B. 
McCaffrey of Wharton school. 

The mid-America and Pacific coast 
regional meeting of Continental As- 
surance agents will be held in St. 
Louis Sept. 17-20. 


LIFE INSURANCE EDITION 


St. Louis GAs Elect 
Davis To Top Post 


Robert E. Davis has been elected 
president of St. Louis General Agents 
& Managers Assn. at the annual meet- 
ing and play day at Algonquin Coun- 
try Club. 

Other officers elected were Gregory 
L. O’Shea, vice-president; Harley J. 
Simpson, secretary; and Clarence She- 
ata, treasurer. Elected to the board 
were Donald L. Wulz, G. Henry De- 
fine, Woodruff W. Walker, and Joseph 


Fairbanks Assistant V-P 


Of Johnson & Higgins 

NEW YORK—Guy L. Fairbanks has 
joined the insurance brokerage firm 
of Johnson & Higgins as an assistant 
vice-president in the employe benefit 
plan department. He started in insur- 
ance with Equitable Society in actuar- 
ial work, then joined Cosgrove & Co., 
Los Angeles brokers, before going with 
New York Life in 1951, where he has 
been an assistant vice-president in the 
group sales department. He is an asso- 
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.-. All the King’s horses and all the King’s men 


Couldn’t put Humpty together again 


A royal mix-up, indeed. Especially if 
Humpty’s insurance man didn’t protect him 
with Accident insurance. For a serious acci- 
dent can drain even a royal treasury. 


Make sure your prospects and clients have 
Accident insurance. 


Travelers field men are ready to help you 





dramatize the need, wrap up the sale. Travel- 
ers claims people — 4,000 of them — are ready 
to service claims, quickly and efficiently. 


The Travelers Company has a wealth of ex- 
perience. It was the first to write an Accident 
policy in America. Since then — 1864 — The 
Travelers has kept pace with changing times, 
changing needs. Today, they offer a full ar- 
ray of Accident, Sickness and Hospitaliza- 
tion contracts. 


See the nearest Travelers Manager or General Agent for details. 
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INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of insurance including 


Life * Accident * Health * Group * Fire * Marine « Automobile * Casualty * Bonds 


BEAMS. eerily to 25 5 


meeti: 
counc 
ered 

NAL 
vious 
ing tl 
gress 
from i 
ton v 
lecal 1 


For 
have | 








Lesier ( 


As y 
will be 
ger anc 
past ye 
victim 

of whi 
that pr 
sured b 
statistic 
ing stic 
day to 
in tern 
charact 
leaders: 
In tl 
not kno 





